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London Lloyd’s Trust 
Fund in This Country 
Made More Permanent 


Cannot Be Closed or Modified for 
Twenty Years Without Consent 
of American Trustee 


TRUSTEE MUST BE A BANK 


Original Funds Deposited in 1939 
Have Expanded to Exceed $100,- 
000,000 at Present Time 








London Lloyd’s American trust 
funds, amounting to about $40,000,000 
when established in 1939 and _ today 
grown to exceed $100,000,000, have now 
been extended under an_ irrevocable 
agreement for another twenty years. 
Sir Philip D’Ambrumenil, chairman of 
the Committee of Lloyd’s, London, this 
week authorized the following statement 
through William B. Mendes, senior 
partner of the New York City law firm 
of Mendes & Mount: 

“Lloyd’s American trust funds were 
created by an instrument drawn up in 
1939 prior to the outbreak of war and 
were designed to meet requirements 
during a period of war. 

City Bank Farmers Trust Co. Trustee 


“The trust funds were created under 
the laws of the state of New York and 
under the terms of the trusts title to 
the premiums in respect of United 
States dollar insurances is vested in the 
City Bank Farmers Trust Co. as trus- 
tee 

“In the early part of this year the 
Committee of Lloyd’s decided that the 
trust instrument should be amended so 
as to place the trust funds on a more 
permanent footing, and since then the 
manner in which the instrument could 
be amended has been under review. The 
necessary approval to make amendments 


to the trust instrument has now been 
obtained, 
nder the instrument executed in 


) the trusts cannot be revoked (other 
in the case of deceased or retired 
writers) at a time when Great 
britain 1s engaged in war with a Euro- 
i power but such trusts can be 

or modified at any time. The 
rument has been amended and 
r than in the case of deceased or 
‘d underwriters) now provides that 
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With insurance, as on the 
football field, it takes 
teamwork to provide the 
right protection. 


Good company-agency 
relations make for better 
public relations. 
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Clinching The Sale 


| Mrs. William P. Grant, wife of our District Manager at San 
Bernardino, Calif., is the daughter of J. Elliott Hall, also a life 
j| insurance man. She recently made a talk at a meeting of under- 
writers in which she gave a picture of the wise understanding and 
quiet helpfulness required of a life underwriter’s wife:— 


“Perhaps you’ve experienced those times when the prospect 
has said ‘Well, I'll tell you. Why don’t you come over on Friday 
night and bring your wife along? Then we can talk business for 
a while and have a little social evening afterwards.’ 


“It was just torture for me to sit through those awkward 
silences and little gaps that occur during a sales presentation. And 
besides, it afforded me a wonderful opportunity to help clinch the 
sale by adding a few points of my own. 


“After infinite patience on my husband’s part and much 
uncomfortable squirming on mine, it came to me that he deliber- 
ately created these silences in order to give the prospect time to 
mull over what he had said.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Baumann Wants U.S. 
Terminal Date Fixed; 
Then Free Insurance 


NSLI Sales to New Men 
Entering War Services 


After Fixed Date 
AGENCY MANAGEMENT TALK 


No 





Keeps “Mass Cover” Issue Alive; 
Necessity of Well-Trained 
Agents 


Addressing the annual convention of 
Life Agency Management 
Association at Edgewater Beach Hotel, 
this week, President Jul B. 
of National Association of 
Underwriters declared that the 
Government “should get out of the life 
insurance business,” but, after fixing of 
a terminal date, it should then give free 
insurance to those entering the service 
and while in the service. Mr. Baumann’s 
talk was to be given at a session today. 

In other parts of his address the 
NALU president called attention to the 
expansion of mass coverage of the in- 





Insurance 


Chicago, 
Baumann 
Life 


‘ 


suring public, a subject he discussed in 
more detail at the annual meeting last 
month of American Life Convention. He 
made a plea for proper agent’s quali- 
fication and license laws in all states. 
He asked for acceptance of NALU’s 
“Guiding Principles in Agency Manage- 
ment” as guide posts to better selection 
and training and for more satisfactory 
performance by field men. Also, he ad- 
vocated spread of company programs in 
public education of life insurance. He 
concluded by urging company organiza- 
tions and individual companies to con- 
tinue study of all matters affecting the 
compensation of field men. 
The Government as Insurer 

President Baumann began his dis- 
cussion of NSLI matters by declaring: 
“In the public interest and in fairness 
to our business career, life underwriters 
oppose further entry of Federal or state 
governments into our business, whether 
it be direct or indirect.” Continuing, he 
said: 

“We advocate retention and conver- 
sion of NSLI by all those who now 
have or are entitled to get it. However, 
we feel that a terminal date for the sale 
of NSLI should be fixed by the Con- 
gress and that after such terminal date 
any one who enters the armed services 
should not be permitted to buy NSLI 
unless he can do so because of service 
prior to such terminal date.” 

Mr. Baumann then made the sugges- 
tion of free insurance for new service 
men. Along these lines he said: 

“Because it is the proper function of 
government to indemnify, and liberally 


(Continued on Page 16) 
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medical care 


A) 


Successful control of diabetes depends 
largely on the closest teamwork between 
doctor and patient. Most doctors say 
that the patient is the more important 
member of the team. 

The diabetic needs to study his dis- 
ease under his doctor’s guidance. He 
can usually learn to avoid such compli- 
cations as diabetic coma, insulin reac- 
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“Diabetes met its mas 








to a healthy, active life! 


The diabetic today holds the key to his future 


tions, gangrene, and early degenerative 
changes in the arteries, the heart, and 
the kidneys. Above all, he can learn 
how to fit his special diabetic require- 
ments into a normal pattern of happy 
living. 

For further information about this 
disease, send for Metropolitan’s free 
booklet 117E, ‘‘Diabetes.”’ 
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in 1921 when insulin, which often controls 





insulins. Today, most diabetics under good 


can look forward 





Tuts advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in magazines with a total circulation in excess 
of 30,000,000 including Collier’s, Time, Saturday 
Evening Post, Ladies’ Home Journal, Good House- 
keeping, Cosmopolitan, McCall’s, American Maga- 
zine, Woman’s Home Companion, National Geo- 
graphic, Parents’, and Redbook. 
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TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! 
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Q. What is insulin and why is it used? 


A. Insulin is a substance produced by the pan- 
creas, a large gland near the stomach. It enables 
the body to store and burn sugar. When the 
pancreas does not produce enough insulin, the 
sugar is not fully utilized and diabetes may re- 
sult. It then becomes necessary to replace the 
natural insulin with prepared insulin, or to re- 
duce the need for it by means of a suitable diet. 





Q. What other controls are important? 


A. Diet is an essential part of the treatment of 
every diabetic. In many mild cases, especially 
when diabetes is discovered early, correct diet 
alone can control the disease. Active work or 
exercise also helps the body to burn up sugar. 
Success in treating diabetes depends on keeping 
diet, exercise, and insulin in correct balance. 





Q. How can diabetes be detected ear!:/? 


A. Diabetes can be detected by having a vi- 
nalysis with your regular physical examination. 
This will permit your physician to discove 
diabetes before the appearance of such syn: p- 
toms as excessive hunger and thirst, frequent 
urination, and loss of weight. Such perici¢ 
examinations are a sensible precaution oF 
everyone. They are essential for those most 
likely to get diabetes—people between 40 «od 
60, especially if they are overweight, or have 4 
history of diabetes in the family. 
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Agency Management Association Meets At Chicago 





Forum Discusses Present Problems 


Mass Insurance and Legal Angles; Pensions and Social 
Security; Students’ Attitude; Agents’ Compensation 


By CLARENCE AXMAN 


Chicago, Ill, Nov. 12—Convention of 
Agency Management Association this 
afternoon assumed nature of a forum 
in which questions of importance to 
the field were discussed. On the dais 
were representatives of a number of 
company organizations and included 
committees of the Agency Management 
Association. The questions discussed 
ranced from mass, insurance agency 
compensation and accident and health 
insurance to training and education of 
agents. Charles J. Zimmerman presided 
for the Agency Management Associa- 
tion, and Dudley Dowell, vice president 
of New York Life, was chairman of 
the forum. 

Mass Insurance 


Discussing the new committee on 
mass insurance of Agency Management 
Association, Vincent B. Coffin, chair- 
man; Robert L. Hogg, American Life 
Convention, said that consideration of 
this subject by the committee does not 
lead him to believe there is reason why 
such consideration or study would be 
in restraint of trade. The purpose of 
the study is to look into generally rec- 
ognized problems relating to mass cov- 
erage. It is not proposed to establish 
what the price shall be for such insur- 
ance and there will be no discussion of 
who shall, or shall not, sell the cover- 
age. In other words, there will be no 
concerted action on price or distribu- 
tion of a product. Mass coverage in its 
relation to the business will be re- 
viewed in general terms in light of the 
interests of the business and the public. 
One subject of discussion will be the 
proper spheres of mass coverage. By 
and large what is proper and what is 
improper in the way of coverage is a 
inatter of public policy and that thought 
will be the guide. 


Pensions and Social Security 


Mr. Hogg was asked the question: 
“Many companies have now adopted 
pension plans for their agents. There 
is concern about fact that where these 
pension plans have not been qualified 
with the Treasury Department the 
company’s entire contribution to the 
plan becomes taxable to the agent as 
Income in the year in which it becomes 
vested. What is being done about this 
problem?” Mr. Hogg summed up _ his 
answer by saying: “There is now in 
the course’of publication a new set of 
Feguiations to cover the employer-em- 
ploye relation under the Social Secur- 
ity Act.” He said that until these regu- 
lations are made public the exact em- 
ployer-employe relation for pension 


trust purposes will not be known when 
there exists coverage for Social Secur- 
ity purposes. 

Eugene Thore, general counsel, Life 
Insur ice Association of America, was 
asked to explain the recent develop- 
ments with respect to the status of life 
msurcnce agents under the Social Se- 
Co Act. He told of the Supreme 
ag decision of June, 1947, involving 
Secure” ieee of employe under Social 
bake i ct. These decisions did not 
At Rs fe es agents but they 
Ani a ect bearing upon the status of 
ye cats under S. S. Act. The court 
a oon the common law test of 
eg Clg dig relationship here- 

Dot lollowed by the Treasury _was 
: sole test of whether an indi- 


4 vidual is an employe, which applies in 


case of social legislation. Degrees of 
control, opportunity for profit invest- 
ment in facilities, permanency of rela- 
tionship and skill were mentioned by 
the court as important tests but no 
one of these tests is controlling. 

Mr. Thore then told of conferences 
which were held by the Treasury and 
S. S. Board for purposes of reconsid- 
ering regulations which would change 
the status of many agents under S. S. 
This was followed by meetings with 
the Treasury and S. S. Board of com- 
mittees of Life Insurance Association 
of America and American Life Con- 
vention and NALU for purpose of ex- 
ploring the contemplated changes in 
regulations which was delegated to the 
respective associations. Mr. Thore told 
of the interest that will be taken in 
the new regulations when they are an- 
nounced. It will then be known whether 
or not the typical part-time agent will 
be ruled to be an employe with the 
new definition and also whether income 
tax withholding will be required in the 
case of any agent who is held to be 
an employe under Social Security. 


Attitude of Students Toward Insurance 


H. G. Kenagy, chairman of committee 
in relations with universities, to!d of 
the situation on college campuses when 
students about to graduate are ap- 
proached by representatives of life 
companies who want them to enter life 
insurance field. There is no doubt that 
students are generally cool to the propo- 
sition. In explaining why there was this 
attitude Mr. Kenagy said: “Students do 
not want to take a financial risk at the 
beginning of their careers and therefore 
would rather accept opportunities given 
them by large industrial organizations’ 
promising salaries than going to work 
on commission basis. The deans of the 
business schools and faculties are not 
enthusiastic about students going into 
the insurance field as they feel the 
technical aspects offer large problems 
for beginners. One dean said to a 
life insurance production representative: 
‘You expect a boy to do a man’s job.’ 
Many students who have entered life 


insurance field have not made _ good 
and they have blamed life insurance 
conditions rather than themselves for 


their failure.” Mr. Kenagy’s suggestion 
was that it was time that the college 
faculties be acquainted with just what 
life insurance selling means and there 
should be literature supplied to them 
about what life insurance means, why 
the public should buy it and why col- 
lege graduates should adopt insurance 
as a Satisfactory career. 


Agents Compensation 


The subject of agents’ compensation 
was discussed by James E. Rutherford, 
executive vice president of NALU, and 
Clyde F. Gay, chairman of Agency 
Management Association’s compensation 
committee. Mr. Rutherford made a plea 
that there should be the frankest of 
discussions between the field forces and 
field management in which all phases 
of compensation should be threshed out. 
Clyde F. Gay said the study of agents 
compensations should be made at both 
the institutional level and the com- 
pany level. On the basis of the under- 
standing LIAMA can welcome the op 
portunity presented by NALU Boston 
convention report which was to discuss 
principles on an institutional basis and 





Research Primary Need 
In Agey. Management 


CARROL SHANKS TELLS GROUP 


Prudential President Sees Problems 
Ahead Needing Solution in Field 


of Management 


Research is basic to agency manage- 
ment Carrol M. Shanks, president of the 
Prudential told the Agency Management 
Association meeting in Chicago this 
week. 

“Much of this research 
and is being done by individual life in- 
surance companies,” said Mr. Shanks. 
“It is questionable, however, whether it 
can be done as broadly or as effectively 
in that manner as it should be done. 
Agency management today is a progres- 
sive requiring constant study. 
Changes and developments are always 
in process. Successful company manage- 
ment in agency matters must be alive 
to and informed of new developments 
and trends in the whole industry. 

“Furthermore, while most companies 
can justifiably use the services of trained 
specialists in some fields, it is doubtful 
that any company can do this in every 
research phase of agency management. 
All companies, however, can contribute 
to industry research and can then, if 
they but will, make all possible practical 
use of such research facilities and end- 
results. 


can be done 


? 


science 


Need to Define Functions 


“I wish now to mention one or two 
of the many problems to the solution of 
which we may rightfully expect industry- 
wide research to contribute. In my 
opinion, there has come about an in- 
creasing awareness of the need for help- 
ing our field managers and assistant 
managers to do a better management 
job. There is need for better methods 
of selecting assistant managers and man- 
agers—a task which fortunately the As- 
sociation and individual companies have 
already assumed. Underlying such a pro- 
cedure is the need for a better definition 
and description of not only the responsi- 
bilities which should go with these two 
important field jobs, but also of the 
attributes and aptitudes that make for 
both success or failure in these positions. 
Such descriptions, for example, in the 
future should state more clearly than 
ever before those characteristics of both 
the man and the job which differentiate 
the assistant manager and manager from 
the agent, for those are the character- 
istics for which these people are com- 
pensated and the possession of which is 
the justification for having management 





leave specific matters for consideration 
of companies. 


Other Subjects Discussed 


C. Russell Noyes, president of Life 
Insurance Advertisers Association told 
what life companies are doing in mak- 


ing understanding of life insurance 
more effective and in increasing its 
sale. Bruce R. Power, Canadian Life 


Insurance Officers Association, told of 
the subsidized competition of the Cana- 
dian Government with respect to selling 
of government annuities. Edmund L. G. 
Zalinski explained the courses of the 
new Life Underwriter Training Coun- 
cil, and educational matters were also 
discussed by David McCahan, American 
College of Life Underwriters; Frank L. 
Rowland, Life Office Management As- 
sociation, and A. Gordon Nairn, Life 
Underwriters Association of Canada. 
Holgar J. Johnson told the difference 


New Board Members 


Chicago, Nov. 12—Newly elected mem- 


bers to the board of directors of the 
Life Insurance Agency Management 
Association are W. R. Jenkins, vice 


president, Northwestern National; S. E. 
Miles, vice president, Provident Life 
and Trust; R. E. Murphy, vice presi- 
dent and manager of agencies, Califor- 
nia-Western States Life; William P. 
Worthington, vice president, Home Life 
of New York. 





in the field. This may seem obvious, and 
it is elemental, but it is sometimes over- 
looked. The expanded research program 
of the Association which you heard dis- 
cussed this morning is to me, the answer 
to the problem of improved management 
in the field. Inevitably, also, improved 
management of the field from the home 
office will ensue. 

“Although your Association has con- 
tributed immeasurably in the past to the 
solution of the problems of our agency 
force, | am sure that much remains to 
be done, and I am confident that the 
Association, with the help and activity 
of individual companies, can do the job. 
The responsibility of every home office, 
including the president of every com: 
pany, is the development of a capable, 
efficient and successful field staff. This 
means much more than such obvious and 
commonly recognized factors as better 
selection and improved training. It means 
more development of the individual. It 
means the discovery of hidden human 
resources in the individual and the 
bringing out of such resources so that 
the individual may have greater job sat- 
isfaction and a higher morale. Our re- 
sponsibility to the individual field man is 
to provide more opportunities for him 
to develop and increase his capacity in 
his present job, while keeping a way 
open for his future advancement and 
ever building his qualifications as a 
future leader. 

“Numerous and oftimes perplexing as 
our problems now are, they must in- 
evitably increase in complexity as the 
economic, political and social national 
and world organization within which we 
must function continues to develop and 
ramify. Fortunately, however, improve- 
ments and refinements in management 
techniques are enabling our industry to 
keep pace with these demands. Im- 
proved agency management supported by 
research conducted on a broad industry- 
wide basis and supplemented by the 
work of trained staff specialists within 
our companies, should provide the fact- 
finding, the fact-analysis and the better 
quality of personnel which will be needed 
to solve our management problems of 
the future.” 


between paid advertising in newspapers 


and magazines contrasted with public 
relations activities. 
Harold R. Gordon, Accident and 


Health Conference; Raymond H. Bel- 
knap of the Agency Managements’ 
Accident and Health Committee, and 
J. F. Follmann, Jr., of Bureau of Per- 
sonal Accident and Health Underwrit- 
ers discussed relations to life insurance 
companies to A. and H. insurance. 
A. C. S. Eagles of Crusader Insurance 
Co., London, England, gave an interest- 
ing talk on how English agents are 
trained. He said training of life insur- 
ance has not advanced in England as 
much as in this country, but an inter- 
esting angle was that many young men 
in employ of British company home 
offices go into the field of selling when 
they reach age of 23 or so and thus 
have already had considerable training 
in life insurance technique. 
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Agency Management Association Meets At Chicago 








C.J. North Reviews Activities of AMA 


As president of the Agency Manage- 
ment Association Cecil J. North, vice 
president of Metropolitan Life in charge 
of field training, reviewed the activities 
of the year recalling that this was the 
second annual meeting of the LIAMA 
which now exceeds in membership the 
combined membership of the two organ- 
izations whose functions it took over, 
the Life Insurance Agency Officers As- 


sociation and the Life Insurance Sales 


Research Bureau. 

Recalling the disruption of most busi- 
nesses in adjusting to war demands and 
reconversion afterward, Mr. North said: 

“In all this complicated activity, we 
have occupied a preferred position. We 
have been able to produce and distribute 
our service practically without change. 
We had a manpower problem but it was 
not a new problem; it was just the old 
problem in a somewhat more acute form; 
as a matter of fact, our problem wasn’t 
more employes, but less. Since the war 
we haven’t had to reverse, revise, or 
materially modify any important opera- 
tion: we have had only to continue doing 
what we have always done. The need 
for new and creative thinking, while al- 
ways present and always desirable, at 
least has ‘not been a case of do or die. 
If anything, we have simply accelerated 
our effort. I am not complaining about 
this. I see no point in looking for, or 
deliberately inviting trouble. However, 
neither our business, nor any business 
is sufficient unto itself; we are all mem- 
bers of the larger business and indus- 
trial community; we are closely tied in 
with all segments of the political, social, 
and economic community. It was for this 
reason that we have as our guests this 
week, such men as Mr. Taylor, President 
of the Union Oil Company; Mr. Breech, 
Executive Vice President of the Ford 
Motor Company; Dr. Orton, Director of 
Research of the International Business 
Machine Corporation ,and Mr. Nielsen, 
President of the A. C. Nielsen Company. 
It may well be that they and others 
have learned, in the hard way, some 
things which we ought to know—some 
things which we might well employ with 
profit in our own operations. 


New Training Techniques 


“As one means of trying to keep myself 
up to date, I took two days off last sum- 
mer to visit the headquarters of a well 
known teacher of training methods and a 
producer of educational and training 
films. I won’t go into detail, but I will 
confess I had my eyes opened. I saw 
things being done, and educational and 
merchandising programs being developed, 
of a kind of which I have seen little 
in our business. Or perhaps, in all hu- 
mility I should confine my comparisons 
to what I, personally, have observed. I 
came away with one item of information 
which to me seemed especially signifi- 
cant. With many of us—I know it has 
been true in the case of my own com- 
pany—the greater part of our instruction 
has been of the demonstration, observa- 
tion, correction kind—that is, instruction 
on a tutoring basis. We have not sepa- 
rated our methods of imparting knowl- 
edge from those having to do with im- 
parting skills. I learned during the 
course of my inquiries ,that at the be- 
ginning of the war there was a similar 
lumping of methods in training candi- 
dates for the Air Corps; instruction, 
whether it involved imparting knowledge, 
or imparting skill, was largely individual. 
At the beginning of the war, 9814% of 
all basic training was given in this 
manner in the air, and only 14% on the 


ground, in groups. By the end of the 
war, as a result of the development of 
new and improved training techniques— 
but also because of a better breakdown 
of training techniques—instruction hav- 
ing to do with imparting knowledge 
rather than skill was only 5% tutoring 
in the air ,and 95% on the ground, in 
groups, with important savings in time 
and expense. Better airmen were turned 
out faster, at much less cost. To what 
extent these new techniques are applic- 
able and transferable to our own train- 
ing, I don’t know. I am, moreover, con- 
vinced that much is going on in the 
development of improvement of tech- 
niques in training that we ought to know 
more about, and which this association 
will, I hope, make it its business to know 
more about. It simply can’t be true that 
in the life insurance business we have 
attained such perfection in our methods 
of instruction that no room is left for 
further improvement. This subject of to- 
day’s advanced techniques in training 
might well repay our inquiry and ex- 
ploration. 


“Still another part of our training 
operation would seem to deserve our 
thought, and await our action. Most of 


you, no doubt, have received copies of 
the Kip report on education and training 
in life insurance. This, as you will recall, 
resulted from a survey made by the 
Wharton School of Commerce and Fin- 
ance for the Insurance Institute of 
America. Of 209 companies contributing 
information to this survey, 66 reported 
they had no training programs or facili- 
ties of any kind. The report also con- 
tained this further significant informa- 
tion. While 135 companies reported 
providing a total of 312 courses for their 
field personnel, only 20 reported having 
courses for managers, and only nine had 
courses for supervisors. Moreover, of 
this small number of courses for the in- 
struction of management, most have been 
established since January 1, 1945. Thus, 
we find ourselves, as a business, in a 
somewhat paradoxical situation. On the 
one hand, we expect the manager and 
general agent to assume responsibility 
for the training of our agency and 
branch office personnel; on the other 
hand, our preparation of the people we 
appoint to do this training would seem, 


still, to leave something to be desired. 

“Now, how about the market in which 
our managers, assistant managers, su- 
pervisors, and agents are working? Since 
1920, population here in the United States 
has increased by almost 38,000,000 per- 
sons. That is something like adding to 
our market three states like New York 
State, or half a dozen like Michigan. We 
had about 24,000,000 families in 1920; now 
we have about 39,000,000—an increase 
in 27 years of about 15,00,000 families. 
In 1947, it is estimated 3,600,000 babies 
will be born, as compared with about 
2,850,000 in 1920; that’s enough new pros- 
pects in one year to found a new city 
almost as populous as Chicago. But, of 
course, it isn’t just people that make 
markets; it is purchasing power. Total 
personnel income, in the United States, 
in 1920, was about $68,900,000,000; in 1947, 
it was about $195,000,000,000 — almost 
three times as much. Civilian wages and 
salaries have increased from $44,600,000,- 
000 to $123 billion—again an increase of 
almost three times. Insurance in force 
in 1920 was about $42 billions; in mid- 
year, 1947, it was about $180 billions; this 
did not include National Service Life 
Insurance, which as of July, 1947, totaled 
about $34 billions. To this can be added 
still another $8 billions of fraternal life 
and accident assessment, and savings 
bank life insurance. There have indeed 
been changes in our market. 


Fewer Agents Serve Market 


“Now $180 billions is an awesome lot 
of life insurance, but I am indebted to my 
own company economist for pointing out 
that it isn’t anywhere near what it seems 
to be. He tells me that the life insur- 
ance in force in 1929 was equivalent to 
the nation’s total wages and salaries for 
two years, whereas the present in force 
is equivalent to only about a year and a 
half of wages and salaries. In other 
words, by this measurement, there is 
less saturation now than in the so-called 
booming ‘20’s’. In the latter 1920's peo- 
ple paid between $3 billion and $3% bil- 
lion in gross premiums to their legal 
reserve life insurance companies. That 
has now grown to about $6 billion an- 
nually. However, this represents cur- 
rently only about 3.1% of people’s income 
as compared with 4% in 1929. If we go 
a step farther, and subtract from gross 
premiums the amount paid back to the 
people in policy dividends, death claims, 
maturities, and so on, the net share of 
the national income devoted to life insur- 





insurance work. 


OFFICE MANAGER WANTED 


Old established New York City General Agency — $100,- 
000,000 in force, collections $3,500,000 annually, paid-for 
business approximately $10,000,000 annually — needs Ex- 
PERIENCED OFFICE MANAGER. Will be given full charge of 
entire clerical staff of 18 employees. Salary commensurate 
with capability of individual selected. Please give age, edu- 


cation, background of experience in management and life 


Address Box 1745, The Eastern Underwriter 
41 Maiden Lane, New York 7, N. Y. 














ance protection in 1946 was not 3.1%, by 
under 2%. 


“Our major problem, and on major 
responsibility continues to be how best to 
cultivate and serve this market, ak 
without research, it is easily possible me 
fall into costly error in our quest. Wha 
our fellow member, Jenkins of 
the Northwestern National said recently 
to the American Life Convention on this 
subject is well worth repeating. Taking 
the new business—the production figures 
—for a list of some 35 comparable 0. 
dinary companies he showed for 4 
years 1934 and 1941 inclusive, that the 
total amount of business written } 
these companies was practically constay; 
from year to year; for example, their 
combined increase in 1941 over 1934 was 
only 2%. : 

“To obtain this business in 1934, these 
companies had 33,000 agents, but in 194] 


e 


they had only 23,000 agents. Here js the 


important and _ significant point whicl 
Mr. Jenkins makes—namely, that. there 
apparently was only a certain volume of 
business to be had in the areas seryed 
bv these companies. and whether you pnt 
23,000 agents into that market, or 33,000 
the total amount of business produced 
remained the same; the number oj 
agents had little or no effect on the po- 
tential. If this is true, as Mr. Jenkins 
suggests and irrespective of whether or 
not there may be other economic factors 
which explain in part at least this seen: 
ingly constant market, it follows that ; 
recruiting program which would increas 
the number of agents in every office hy 
25, 50 or 100%, in any company, doesn’ 
make sense. Our objective should bh 
to recruit agents—add agents—only at 
those points where we definitely know 
there is additional business to be devel- 
oped. To do this, of course, calls for 
well planned and intelligent market re- 
search. I am reminded here of a com 
ment attributed to Kettering. ‘Research, 
he said, ‘is needed for determining what 
to do when we can’t keep on doing what 
we are now doing.’ 


Compensation Question 


“There also are other matters that 
press for our attention. By no means the 
least is that of compensation. We have 
as one of our guest speakers in this con 
vention, the able president of the Ne- 
tional Association of Life Underwriters 
Jul Baumann. On Friday, he will bring 
us a message on this and other subjects 
from the National Association. In thi 
past year the discussion of compensatiot 
has at times been distinguished by ‘ 
good deal of unreasonable and thouglit 
less talk, rather than by an accurat 
recognition of basic principles. On this 
subject we have a_ subcommittee 0 
compensation. I don’t suppose there 
ever will be anv such thing as a find 
report on compensation because wit! 
each new season it assumes new aspects 
It is, however, at least encouraging t 
note that in recent months editorial com 
ment in the insurance press, committee 
reports, and verbal statements from ° 
variety of sources have taken on a net 
note of objectivity. Among tlie excl 
sively Ordinary companies, particul 
one of the basic difficulties underly! 
this subject is the absence of knowleds® 
in the field, of what agents are actua' 
earning. Many of you will recall the i 
complete information on compensatio” 
contained in the TNEC study of 19%? 
Even where companies keep careful re 
ords of the earnings of their {full-time 
agents, the information is still incomplet? 
because the figures may represent om! 







part of the earnings of these agents; the 
records do not take into account, bus: 
ness which may have been p!: ed wit! 
other companies. Up to the p —~ 

on Ue 


also lack meaningful informati 
expenses of life underwriters. 
“As part of our analysis of compens* 


(Continued on Page 5) 
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Agency Management Association Meets At Chicago 











—_—— 


Dr. Wallace on Termination Results 


Chicago, Nov. 12—Dr. S. Rains Wal- 
lace, |r, director of research Life In- 
surance Agency Management Associa- 
juestioned the use of production 


tion, 

alone as a basis of agent success. He 
said in developing selection tests it is 
necessary to know what kind of man the 
test is designed to detect and the same 
is true of training supervision and com- 
pensation. Continuing, he said: 


“Of all agents contracted in 1946 ap- 
proximately 42% will be working for 
somebody else by the end of 1947. This 
turnover is the result of a complex com- 
bination of three problems, selection, 
training and supervision. The aptitude 
index, adopted ten years ago, shows it 
is still doing a good job despite the 
change in times, but there is great room 
jor improvement. 

“One of the most important things 
that must be done by agency executives 
and managers in the field is integrating 
training with supervision. 

“In a study of 567 terminators, 261 


of whom replied to the questionnaire, 
there were four things which they indi- 
cated they did not regard highly: earn- 
ing, field training, prospecting help and 
public attitude toward their jobs. 

“In a study of people who had lapsed 
policies without value in Philadelphia, 
52% responded in answer to a question 
that they had received nothing of value 
from their policies before they lapsed, 
and only 48% recognized they had re- 
ceived protection during the in force pe- 
riod. Sixty-nine per cent believed that 
the company made a profit on them 
when the policies lapsed. 

“There is a direct relationship be- 
tween the terminating agent and per- 
sistency, favoring the agent who re- 
mains in the business. 

“Ordinary adult policies sold by com- 
bination agents are definitely more per- 
sistent than those sold by Ordinary 
agents. Juvenile policies are more per- 
sistent than adult policies. Policies sold 
on women are more persistent than 
those on males.” 


Taylor on Management’s Challenge 


management is 
faced with a challenge today because 
ndustrial development has been lop- 
sided, Reese H. Taylor, president of 
Union Oil Co. of California, told the 
Agency Management Association in Chi- 
cago this week. “We have done an 
amazing job of mastering the techniques 
of research, production, distribution, 
finance and so on,” he said, 
“but we’ve only just begun’ to master 
the techniques of living happily with 
our own employes. We've learned a lot 
but we know very little 
about people.” Continuing he said: 

“The reason for, this lopsidedness in 
perfectly under- 


American business 


marketing, 


about things, 


our development is 


standable to anyone who has been on 
the inanagement side of the fence. Dur- 
ing the last fifty years, we've been 


swept along in a tremendous tide of sci- 
entific advz incement. Nothing like it has 
ever happened in the history of man. 
With this scientific advancement has 
come an equally tremendous advancement 
in the techniques of production. 

“And management, like a boy with a 


new chemistry set, has been up to its 
elbows in technological experiments. 
Most of our effort has been devoted to 
= ing our methods of making and 


distributing things. Only a small portion 


of our effort has been devoted to peo- 
Pe—our employes and all employes for 
whom those things, in the final analysis, 
are tiade, As a result, we've narrowly 
avoided “gaining the world at the ex- 
pense of losing our soul.’ 


Fo unless I’m badly mistaken, the 
new irontiers of leadership in this coun- 
try, roman industrial standpoint at least, 
Will result in a much smaller per cent of 
top tn.nagement’s efforts being devoted 


techniques of making things and 
bigger per cent to human rela- 


ngineers and specialists will go 
roving techniques. They’re well 
ed to do so. But top management 
‘ to have to spend most of its time 
arisen in thi human problems that have 
Thay n this industrial society of ours. 





SO ; 
1\ 


+e : believe, is the challenge that 
I ae if] of us today.” 

foals, Taylor went on to explain that the 
San the ntal basis for industrial unrest 


boring monotony of mass pro- 


duction and the fact that there is nothing 
by which the worker can identify him- 
self with the product or even with the 
community as was the case under the old- 
time crafts. “We have witnessed the 
growth in America during the last gen- 
eration of great industrial cities as well 
as great industrial plants,” the speaker 
said. “And with it has come the migra- 
tion of large segments of our population 
from small towns and farms, where they 
had their roots, to large industrial cities 
where they have none. As a result, many 
industrial workers—and large segments 
of the white collar class as well—have no 
more sense of belonging to the commu- 
nity in which they live than to the plant 
in which they work. 


“Now when a man spends just about 
one-half of his waking hours under con- 
ditions like this: First, where his job is 
so routine and boring that he can hardly 
stand it, let alone enjoy it, or take any 
pride in the craftsmanship involved; Sec- 
ond, where the work itself has been sub- 
divided to the point where his part seems 
about as important as a picket on a 
fence, and he has no real sense of con- 
tributing anything to the economic life 
of the community; and third, where he 
has no feeling of belonging—either in the 
plant in which he works or in the com- 
munity where he lives; he is very likely 
to become unhapny and diss: atisfied.” 





TO HEAD GALVESTON OFFICE 

Appointment of Seth Innis as as- 
sistant manager to head the new Gal- 
veston office of The Prudential has been 
announced by A. T. Everett, manager 
of the company’s Houston agency under 
which the Galveston office will operate. 
At the same time, Mr. Everett an- 
nounced the immediate opening of a 
sub-office in Texas City, which also will 
be supervised by Mr. Innis. 

A native Texan, Mr. Innis was edu- 
cated at the College of Puget Sound, 
Tacoma, Washington, from which he re- 
ceived his B.A. degree in economics in 
1934. He has been in the insurance bus- 
iness in the Galveston area since 1941. 
He is a president of the Junior Cham- 


ber of Commerce in Texas City, where 
he was voted “the outstanding young 
man of the year” in 1946. 


North’s Review 
(Continued from Page 4) 


tion, we should consider such problems 
as those incident to the increase of what 
has been called ‘mass selling.’ Is the 
broadening of Group protection in the 
interest of the public? Is it being inte- 
grated as effectively as it might be? 
Where can we expect this trend to lead 
us? What are likely to be the effects of 
these developments on the individual pol- 
icvholder and the over-all effectiveness 
of the life insurance business? These 
are only a few of the questions that 
have been, and are being asked about 
mass selling. At the request of the Na- 
tional Association of Life Underwriters, 
we have appointed a special committee 
to study the subject with them, and we 
hope that by probing this problem in 
cooperation with any committees that 
may be appointed, we can establish the 
facts as between mass selling, and dis- 
tribution to individuals through the 
agency system. In the meantime, we 
have an excellent example of how our 
research and liaison functions in the As- 
sociation go hand in hand; each serves 
the other. In truth, it is difficult to 
see how full benefit can be had from one 
without the other. The whole subject is, 
to say the least, infinitely complicated, 
and highly challenging; it has and must 
continue to hold high priority among 
our research projects of this association. 

“T come now, by a natural transition 
from compensation, to another subject 
that has been high on the executives’ 
agenda, since the business was founded, 
and high on the list of association inter- 
ests. I refer to the subject of field ex- 


penses. If there were no other demands 
upon our attention, this topic would in 
itself suffice to command our maximum 
concern. On the one hand we have a 
public, long sensitive to costs, and now 
super-sensitive; on the other hand, we 
have continuing conditions in the field, 
all tending to send costs still higher. 
What may we anticipate for the future? 
These rising expenses call insistently for 
study of every phase of our field opera- 
tions. Consider just one aspect of our 
operations. The function with which we 
in the agency departments of our com- 
panies are charged has been defined as 
the distributive function. Sometimes it is 
more narrowly defined as the sales func- 
tion. But I doubt whether any respon- 
sible field executive or fieldman would 
be content today to have his activity 
classified solely as a sales activity. In- 
sofar as the policyholder is concerned, 
our agencies also are service agencies, 
and the volume of service has been grow- 
ing steadily. The extent of the growth 
is dramatically illustrated by the change 
that has taken place in the ratio of 
Ordinary and Industrial life insurance in 
force to new business written. In 1920 
the ratio of such business in force to 
new business was 4.3 to 1; in 1930, 6.2 to 
1; in 1940, it was 9.7 to 1; and as of 
December 31, 1946, it was 69 to 1. In 
1920 the in force was only four times 
the new business written in that year. 
In 1946 it was seven times the new busi- 
ness written in that year. Everyone 
agrees that the policyholder, in the fu- 
ture, as compared with the past, is likely 
to need and expect more in the way of 
service, rather than less. Certainly, as 
an important factor in rising costs, it is 
an item essential to include in our re- 
search and exploration of field expense.” 





To Honor Ralph Kastner on 
25th Anniversary With ALC 


On December 1, Ralph H. Kastner, 
associate general counsel of American 
Life Convention, will have completed 
twenty-five years of continuous service 
with the organization. The event is to 
be celebrated at a dinner at the Edge- 
water Beach Hotel, Chicago, tonight, 
November 14. 

The president, past presidents, and 
members of the executive committee of 
the convention, as well as members of 
its staff and that of American Service 
3ureau, are expected to attend the din- 
ner. The group will also include some 
of Mr. Kastner’s close personal friends 
in the Chicago area. 





MANY ENTER THE FIELD 





355 New Life Insurance Licenses for 
October Were Issued by N. Y. State 


Insurance Department 


The executive office of the New York 
State Association of Life Underwriters 
at Albany has released information that 
October, 1947, had the largest number 
of new life insurance licenses issued in 
the past year and a half. 

From the examination held on Octo- 
ber 14, 1947, there were 355 new licenses 
issued for life insurance only and the 
largest previous month was May, 1946, 
when 348 passed the exam. Of this 
month’s number 221 came from the New 
York City area and 134 were distributed 
in the up-state area. The results of the 
examination are tabulated monthly with 
the cooperation of Deputy Superinten- 
dent Carl Typermass, of the State In- 
surance Department. 





BUFFALO MANAGERS’ DINNER 


The first fall dinner meeting of the 
Buffalo Life Managers’ Association was 
held recently. Speakers were Milton O. 
Cederquist and Walter A. Schworm. 
Frank A. Dickinson presided. 


ACTUARIAL CLUB MEETS 
Middle Atlantic Club Meeting in Rich- 
mond; R. R. Reagh Elected Presi- 
dent; Other Officers 

The annual meeting of the Middle At- 
lantic Actuarial Club was held in Rich- 
mond last week with the club president, 
R. Turner Arrington, secre- 
tary, Life Insurance Co. of Virginia, 
presiding. 

The first topic on the program was 
taxation of annuities. Samuel A. Miller, 
actuary of the Federal Housing Admin- 
istration, contributed a paper on the 
subject in which he outlined in chrono- 
logical order the rules used by the 
United States as well as advantages 
and disadvantages of the method in use 
in the United States at the present time, 
the method in use in Canada and the 
recommendations customarily suggested 
for minimizing the current criticisms of 
the present rules. Many of the club 
members took part in the discussion of 
the subject. 

The next topic on the program was 
Group hospital and surgical expense in- 
surance. R. Frank Soyars, Jr., mana- 
ger of the Group department of the Life 
Insurance Co. of Virginia, was the prin- 
cipal speaker on this topic. His paper 
brought before the club an interesting 
subject written mainly from the stand- 
point of a company transacting this 
type of business. The discussion of the 
paper by the other members was high- 
lighted by comparisons of the insurance 
company type of plan and the Blue 
Cross plans. 

The following slate of officers were 
elected for the coming year: Russell R. 
Reagh, government actuary and as- 
sistant director of research and statis- 
tics, Treasury Department, president; 


assistant 


William Simpson, assistant actuary, 
Acacia Mutual, vice president ; Helen R. 
Gibson, manager of actuarial depart- 


ment, Monumental Life, secretary-treas- 
urer. 
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Seven Promoted At 
Sun Life Head Office 


H. P. THORNHILL SECOND V. P. 


A. M. Campbell, F. J. Cunningham and 
J. A. McAllister Made Assistant 
General Managers; Their Careers 
President Arthur B. Wood, Sun Life 
of Canada, announces that H. P. Thorn- 
hill has been named second vice presi- 
dent of the company and that A. M. 
Campbell, F. J. Cunningham and J. A. 
McAllister have been promoted to as- 
sistant general managers. 
Mr. Thornhill has been 
with the Sun Life of Canada 





associated 
for a 


treal; governor, Welfare Federation, 
and a member of the Montreal Citizens’ 
Committee. 


Alistair M. Campbell, FIA, FAS, 
now appointed assistant general man- 
ager and actuary, joined the Sun Life 
in the mathematical department in 
1928, following graduation from Aber- 
deen University as an M.A. and with 
honors in mathematics. He became as- 
sistant actuary in 1934, associate actu- 
ary in 1940, and actuary in April, 1946. 
At the beginning of the war Mr. Camp- 
bell was loaned to the Foreign Ex- 
change Control Board of the Dominion 
Government to organize an insurance 
branch. From. 1940 to 1945 he served 
overseas with the Royal Canadian Ar- 
tillery. Mr. Campbell is a fellow of the 


position of chief clerk, mathematical de- 
partment, which he held in 1925, he 
advanced steadily, becoming assistant 
actuary in 1934 and secretary in 1938. 
He is a fellow of both the Actuarial 
Society of America and the American 
Institute of Actuaries. Mr. Cunningham 
is president of the Montréal Board of 
Trade. 

J. A. McAllister, who has been named 
assistant general manager and director 
of agencies, was born in Alberta and 
educated at the University of Alberta 
(B.Sc.). He joined the Sun Life in 
1924 as an agent in Edmonton. In turn 
he became inspector of agencies, super- 
intendent, and, three years ago, director 
of the company’s worldwide agency 
forces. He is a past president of the 





H. P. THORNHILL 


quarter of a century and has held the 
post of treasurer since June, 1946. He 
is also retaining that position. A native 
of Warwickshire, England, he came to 
Canada in 1907 and soon established a 
wide reputation for himself in Cana- 
dian business circles. He joined the 
Sun Life in 1923 as assistant treasurer. 
He is a past president of the Dominion 
Mortgage and Investment Association; 
governor, Montreal General Hospital; 
past president, Canadian Club of Mon- 


A. M. CAMPBELL Beas 


Institute of Actuaries (Great Britain), 
the Actuarial Society of America and 
the American Institute of Actuaries. At 
present he is president of Canadian 
Association of Actuaries. 

F. J. Cunningham, FAS, who now 
becomes assistant general manager and 
secretary, is a native of Ottawa. He 
began his Sun Life career in 1922 fol- 
lowing his graduation from McGill 
University as bachelor of science and 
medalist in civil engineering. From the 


CUNNINGHAM ie 


A. McALLISTER 


Life Agency Officers Association; past 
chairman, Canadian Life Insurance Of- 
ficers Association (Agency Section), 
and a member of the board of directors, 
Life Insurance Agency Management 
Association. In his college days, Mr. 
McAllister was active in athletics, and, 
subsequently, was a member of the 
Edmonton Eskimos of rugby fame. He 
served in France with the Canadian 
Expeditionary Force during the first 


World War. 





Mutual Benefit Officials to 
Attend Arkansas Luncheon 


Business and civic leaders of the 
state of Arkansas and a number of offi- 
cers of the Mutual Benefit Life will be 
given an opportunity to meet November 
17 when the company will hold a lunch- 
eon in Little Rock for Pratt Remmel, 
its general agent in that city. W. Paul 
Stillman, chairman of the board, will be 
among those present as will Dr. Walter 
A. Reiter, vice president and medical 
director; H. Bruce Palmer, superinten- 
dent of agencies; Richard E. Pille, as- 
sociate superintendent of agencies; and 
John O. Wilson, assistant superinten- 
dent of agencies. 

Mr. Wilson will serve as toastmaster 
and will introduce the home office offi- 
cials, all of whom will speak briefly. 
Mr. Palmer will give the principal ad- 
dress. Mr. Remmel was appointed gen- 
eral agent last August, when the com- 
pany entered the state of Arkansas. 





HONOR WILLIAM C. SMERLING 

At a recent dinner in West Hartford, 
William C. Smerling, manager of the 
Madison Avenue, New York, branch of- 
fice for the Connecticut General Life, 
was presented with a _ certificate of 
achievement for the outstanding accom- 
plishment of his agency the previous 
year. The award was made by Vice Pres- 
ident F. Hobert Haviland. Home office 
officials attending the dinner, in addition 
to Mr. Haviland were Stuart F. Smith, 
Dr. A. J. Robinson, and C. Manton Eddy, 
vice presidents; Robert K. Metcalf, sec- 
retary; Buist M. Anderson, counsel; 
Francis P. McGuire, attorney; Richard 
T. Sexton, assistant secretary; James L. 
Cole, superintendent of agencies; Arvid 
R. Anderson, superintendent, agency 
statistical department and Ernest S. 
Hildebrand, sales promotion manager. 


DES MOINES CLU OFFICERS 

Roy Swarzman, Equitable Life Assur- 
ance Society, has been elected president 
of the Des Moines CLU chapter. Frank 
Pierce, Mutual Benefit, was named vice 
president and Carrie Bell, New England 
Mutual, was reelected secretary-treas- 
urer. Paul F. Millett, Chicago attorney 
and tax consultant, spoke before the 
chapter. 


G. A. L’Estrange Month 


National records for new 
business in both the life and health 
departments were surpassed during 
L’Estrange Month (October) when a 
total of $2,570,000 of life business was 
produced. In the accident and health 
department another all-time high was 
reached with $21,848 in new premiums. 


Wisconsin 

















"MONARCH LIFE INSURANCE CO. 
SPRINGFIELD, MASSACHUSETTS 


Non-Cancellable Sickness and 
Accident Insurance for the needs 


you can’t foresee. 


Participating Life Insurance for 


the needs you can foresee. 
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Philadelphia Agencies Honor 
Parkinson at Dinner There 


More than 150 Equitable Society 
agents from Dickenson, Fink: and 
Dougherty agencies. of Philadelphia 


gathered at a dinner in the Hotel Bar. 
clay on October 23 in honor of Presiden; 
Thomas I. Parkinson. 

Director of Agencies R. Graeme Smith 
presided and introduced the m 
of the Philadelphia field force to the 
president. Mr. Parkinson delivered 4 
brief talk on inflation and stressed the 
need for monetary reforms. The Phila. 
delphia dinner was one of several cere- 
monies marking Mr. Parkinson's ‘wenti- 
eth year as the Equitable’s president. 


mbers 





BMA LIBERALIZES POLICIES 





World-wide Coverage Granted Govern. 
ing Health Benefit Payments; Two New 
Plans for Group & Wholesale Cases 


More liberal benefits for policy 
is the objective of the latest 
made by the Business Men’s As 
to improve its disability service. The 
following new features are being of- 
fered to all applicants whose applica- 
"iin are dated on and after November 


owners 
changes 
surance 


1. Granting of world-wide coverave 
with no geographical limitations govyern- 
ing payment of health benefits. 

2. Elimination of standard provision 
No. 17 providing for pro ration of bene- 
fits where policyowner fails to furnish 
notice of additional disability coverage 
purchased in another company. 

Full benefits are extended to air- 
craft passengers in the United States 
and Canada regardless of whether or 
not they are fare-paying. Coverage is 
also extended outside the United States 
and Canada to fare-paying passengers 
on regularly scheduled airline routes. 

4. Substantially increased benefits are 
provided during periods of hospital con- 
finement and for surgeon’s fees. Simi- 
lar increased benefits are provided the 
dependent wife and children. 

Two new plans have also been an- 
nounced for group and wholesale cases 
involving ten or more employes, to meet 
present high hospital costs and the de- 
mand for increased hospital and_ sur- 
gical benefits, as well as broader acci- 
dent and health benefits. The new 
plans provide benefits for ninety days 
for any accident or sickness; room serv- 
ice up to seven dollars per day; in- 
creased allowance for laboratory, drugs 
and dressings (including oxygen and 
penicillin). Increased surgical and ma- 
ternity benefits are also provided. 
Monthly disability income is gr: anted up 
to $100 with benefits paid up to twelve 
full months for non-occupational acci- 
dents and all sicknesses. 





LEVINE AGENCY SETS RECORD 

Reporting its biggest month since its 
establishment as a New York City gen- 
eral agency for Security Mutual Life of 
Binghamton, the Henry Levine Agency 
paid for substantially more than one 
million dollars new life insurance in Oc- 
tober. The record breaking month was 
made possible through the production 0! 
thirty-three agency members, some 0! 
whom produced over $100,000 of new life 
business. The Levine Agency is the 
leading agency of the company for paid- 
for volume for the year to date. 





JOIN FRANKLIN ag 
George F. Weickert Harry Engel. 
hardt and Merl J. Gaskill es joined 
the Cincinnati agency of the Franklin 
Life. They were formerly with the 
Metropolitan. 





WINDSOR MANAGERS ELECT 

W. K. McKeown, Manufacturers Life, 
has been elected president for 1947-48 
of the Windsor (Ontario) Life Insurance 
Managers’ Association. Albert A. Baker, 
Northern Life, is vice president and 
Alex D.* Sharp, North American Life, 
secretary-treasurer. 
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Northwestern Mutual 
Holds Seminar Here 


FOR AGENCIES IN THIS AREA 





Laflin C. Jones, Assistant Director of 
Agencies Tells Purpose of 
Regional Seminars 





Northwestern Mutual Life held a 
seminar for its agencies in the New 
York area this week at the Downtown 
Athletic Club. Laflin C. Jones, assistant 
director of agencies from the home 
office, was here for the event which is 
one a series of advanced underwrit- 
ing seminars being held in the East. 
Also on the program was W. B. Mine- 
han, executive assistant from the home 
ofice. and Denis Maduro, New York 
attorucy, tax and pension trust author- 
itv. Lhe programs of the seminars are 
built around estate planning and _ busi- 
ness insurance subjects. 

Participating in the New York semi- 
nar were agents from these North- 
western Mutual general agencies: Krue- 
ver & Davidson, Clifford L. McMillen 
and A. J. Johannsen; also Rowley & 
Talbot, Newark, and Elmer R. Dil, 
Poughkeepsie, N. Y. Another seminar 
will be held at Williamstown, Mass., 
November 17 to 20 attended by agents 
fom New England and Eastern New 
York State agencies. Still another will 
be held at Hershey, Penn., December 
§ to 11 for the Pennsylvania area agen- 
cies. 

Assistant Director of Agencies Laflin 
C. Jones explains that these seminars 
are designed to round out the North- 
western Mutual’s complete educational 
program by bringing to the experienced 
and qualified agent a complete refresher 
course in all phases of current develop- 
ments and trends involving the applica- 
tion of life insurance to estate problems. 
They will be held in all parts of the 
country, the first one having been on 
the West Coast. 

The agents participating in the pro- 
gram of the New York meeting this 
week were: Rowland Sterner, Albert 
Phillipson, Vincent Miletti, Ben Griffith 
and Arthur W. Stein. 





New England Mutual Issues 
First Policy Under CSO 


The first New England Mutual Life 
Insurance Co. policy to be issued under 
the new CSO Table was a $10,000 con- 
tract (number 1,500,000) on the life of 
Stanley Vaughn, Jr., a mortician of 
Parkersburg, W. Va. The honor of 
placing the first policy in the new series 
Was given to the Parkersburg agency, 
winner of the President’s Trophy in 
1946. Harry N. Bonar, General Agent 
Ray C. Roberts’ leading representative, 
wrote the contract. 

Three generations of the Vaughn 
family are now insured with New Eng- 
land Mutual for a total of more than 
$100,0%). Stanley Vaughn, Sr. out- 
standing Parkersburg citizen and a 
well known figure among the country’s 
funera directors, holds four contracts 
on his own life. His wife, three children 
and ndson now have policies that 
Were issued through the West Virginia 





agen 
Sti ’ Vaughn, Jr., owner of policy 
numbe: "1,500,000 is married, has a son 
and is an overseas Army Air Corps 
vete He received his education at 
W este:a Reserve University and is now 
Workin with his father. 
HONOR LEON A. SOPER 

es \. Soper, manager of the Los 
Lite _ office of the Phoenix Mutual 
Ale ently celebrated his thirty-fifth 


anniversary with the company. The 
eles Agency club had Mr. Soper 


ae Soper as honor guests at a 
Club. at the Los Angeles Athletic 
‘ieee entire agency sales force 
with and presented Mrs. Soper 
plaque COnaaae and Mr. Soper with a 
se mmemorating the event and 


: gold pencil, 





“PACIFIC MUTUAL? /5 
one o the the best! 








“There’s a Company whose underwriters are real Career Men. 
I’ve met a number of them. They're rendering a superior 
service to their clients, and making well above average income 
for themselves. 

“How do they do it? Well, there are several factors (such 
as good merchandise to start with), but one of the most 
important things is a program of standardized training and 
continuous supervisory counsel that is smoothly organized, 
efficiently carried through and steadfastly followed up. The 
program starts with extremely careful recruiting. It includes 
organized prospecting, organized contact procedure, organized 
interview routine and, above all, an organized plan to sell— 
the New and Unusual Savings Plan, a complete ‘Property Box’ 
for the buyer. Early training is intensive, and completed in a 
few weeks. The new man then is able to go out and really sell. 
And Pacific Mutual men always seem to know where they're 
going and what to do. 

“Pacific Mutual has a number of first-year men, with no 
previous experience, making $8,000 
to $10,000 a year. And the successful 
old-timers who follow the organized 
program step up their earnings year 
after year. 

“So, if you ask me about Pacific 
Mutual, I'll say, with that kind of a 


personnel setup, it’s one of the best!” 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 








Training Films Shown at 
J. Walter Thompson Studio 


Nearly 125 life insurance home office 
and field training executives attended 
a showing of five personnel training 
films Thursday evening, November 6, 
at the J. Walter Thompson Co. film 
studio in New York, held under the aus- 
pices of the Society of LOMA Grad- 
uates. The society is an organization 
of the Fellows and Associates of the 
Life Office Management Association In- 
stitute. R. Wilfred Kelsey, director of 
the Educational Division of the Insti- 
tute of Life Insurance, served as guest 
chairman of the meeting. He was in- 


troduced by Arthur C. Daniels, execu- 
tive assistant of the Institute, who is a 
member of the society. 

The program was of especial interest 
to company executives concerned with 
the use of films as a training technique 
in employe relations and public rela- 
tions. Mr. Kelsey told the group that 
the use of films in employe training has 
made considerable progress in other in- 
dustries. As an example of their value 
he cited the case of an airline which 
spent $20,000 for a film to train its 
passenger representatives in proper cus- 
tomer relations techniques and through 
its use reduced the training period so 
materially that the cost of the picture 
was saved in four months. 

A few life insurance companies al- 
ready have begun to develop their own 
films designed specifically for training 
employes and agents, Mr. Kelsey said. 
He has developed two lists of films 
which can be used for training employes 
in general office procedures and for 
training agents in general principles 
of good salesmanship. 

Films shown to the New York group 
included a sound slide film by Dale 
Carnegie, “How to Make People Want 
to Cooperate.” The motion pictures 
were an employe orientation film, “Un- 
der These Stars,” produced in color for 
Proctor & Gamble; a novel film on hu- 
man relations, “By Jupiter,” produced 
for Marshall Field; one on “Telephone 
Courtesy” produced for American Tele- 
phone & Telegraph Co., and a job train- 
ing film, “All Mainliner Passengers,” 
produced in color for United Airliners. 


New York Life Dedicates 
Employes’ Memorial Plaque 


Tribute was paid to 2,142 employes 
and agents of the New York Life this 
week who served in the armed forces 
during World War II when a memorial 
plaque was unveiled and dedicated in 
the lobby of the company’s home office 
at 51 Madison Avenue. 

Present at the Armistice Day eve 
ceremony were families of several of the 
forty-five men and women of New York 
Life who died while in service and sev- 
eral thousand of the company’s em- 
ployes and agents in the Greater New 
York area. The dedicatory address was 
given by John S. Sinclair, executive vice 
president of New York Life. Two mem- 
bers of Nylic Post No. 503, the Ameri- 
can Legion, unveiled the memorial 
plaque. 

The bronze memorial, sculptured by 
Rene P. Chambellan, depicts American 
fighting men of the various branches of 
the service in combat together with 
their supporting units including the 
women’s auxiliaries. Listed on the 
plaque are names of the forty-five men 
and women of the New York Life who 
died in service. Among these from the 
Greater New York area are: Richard 
W. Alnwick, Woodhaven, L. I.; Allan 
Arnold, Richmond Hill, L. I.; Richard 
B. Duffy, South Ozone Park, Queens; 
John F. Hellings, Brooklyn; John J. 
Kney, Jr., Woodhaven, L. I.; Preston 
H. Kurth, Brooklyn; Mildred G. Reh, 
Manhattan; Robert N. Ridge, Brooklyn; 
Evelyn Seely, Lynbrook, L. I.; John W. 
Ward, Glendale, L. I.; Stephen J. 
Zeitek, Laurelton, Queens. 
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W. O. Menge in Charge 
Of Lincoln Reinsurance 


HE AND E. D. AUER ON BOARD 


Latter Continues Handling Mortgage, 
Realty Investments; Other Appoint- 
ments Made 


The National announces the 
election to its board of directors of 
Vice Presidents Walter O. Menge and 
Edward D. Mr. Menge will be 
in charge of the company’s reinsurance 
Auer will continue 


Lincoln 


Auer. 


activities and Mr. 
to handle the company’s mortgage and 
real estate investments. C. R. Ashman, 
actuary of Group department, has been 





E. D. AUER 


appointed an assistant secretary, and 
John Phelps, reinsurance department, 
has been appointed reinsurance super- 
visor. In addition to Mr. Menge other 
members of the staff will have increased 
responsibilities in serving the company’s 
reinsurance clientele. 


Their Careers 


Mr. Menge joined the Lincoln Na- 
tional Life in 1937 as associate actuary 
after having been a member of the 
faculty of the University of Michigan 
for nine years where he taught Actu- 
arial Science. A Fellow of the American 
Institute of Actuaries and the Actuarial 
Society of America he is author of a 
textbook on life insurance mathematics. 
He is president of the Home Office Life 
Underwriters Association. Mr. Menge 
was elected second vice president of 
the company in 1943 and vice president 
in 1945. 

Mr. Auer joined the company in 1939 
as assistant manager, mortgage loan 
department after a successful career in 
real estate and property management 
in Fort Wayne. He is a member of 
the Mortgage 3ankers Association, 
American Institute of Real Estate Ap- 
praisers, and the local, state, and na- 
tional real estate boards. He was elected 
second vice president in 1943 and vice 
president in 1945, 

Mr. Ashman, while fulfilling duties 
as assistant secretary, will continue as 
actuary Group department. He was 
named to that position early this year 
after having served as associate actu- 
ary since 1938. He is a Fellow of the 





W. O. MENGE 
two actuarial societies and has been 
with Lincoln National since 1931. 
Mr. Phelps attended Princeton and 


later received an A.B. degree in actu- 
arial science and business administration 
from University of Michigan where he 
was a Phi Beta Kappa. He has been 
with Lincoln National since 1938, ex- 
cept for three and a half years in the 
Army Air Forces. He was a member 
of the underwriting department until 
he transferred to the reinsurance de- 
partment last year. He also belongs to 
two actuarial societies. 





MADE CONTROLLERS DIRECTOR 

J. L. Batchler, secretary and _ con- 
troller, Kansas City Life, was elected 
to the board of directors of the Con- 
trollers Institute of America at its an- 
nual meeting recently in Chicago. Mr. 
Batchler, who has been controller for 
Kansas City Life since 1937, has been 
active in affairs for 
years. The organization’s membership is 
drawn from the financial officers of the 


country’s business firms, and has more 
than 3,000 members. 


Institute several 





C. W. HALE APPOINTMENT 

The appointment of Charles W. Hale, 
Sr., as general agent for Southern 
Florida has been announced by Kansas 
City Life. Mr. Hale will maintain his 
offices in Coral Gables. Several years 
ago Mr. Hale was a leading producer 
for a large eastern life insurance com- 
pany, and has recently been affiliated 
with the Commercial Casualty Co. As- 
sociated with him are three sons. 


——<—<—<——— 
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The Brokers’ Office 








Samuel D. Rosan Agency, Inc. 
GENERAL AGENT 

Continental Assurance Company - - - 

76 William Street, 

Whitehall 4-7697 


We Offer: Disability Inc. $10 per mo. per 1,000; Also Non-Can. A. & H.; 
Sub-standard Par. & Non-Par.; Group, Wholesale and Pension; Retiremeni 
Income 55-65; Single Premium End.; Term Expectancy, Triple Protection, 


Investigate Our Pension Plan For Brokers 


Chicago 
New York 5, N. Y. 








Huebner Praises 65-Year-Old 


Arizona Insurance Agent 
Harry L. Osborne, CLU, New York 
Life, Phoenix, Arizona, who is 65, got 
a letter the other day from Dr. S. S. 
Huebner, president of American Col- 
lege of Life Underwriters, which is of 
interest to the insurance fraternity. Dr. 
Huebner wrote the letter after seeing 
a cut of Mr. Osborne in the Nylic 
Review. The letter: 

“T am informed that you are 65, thus 
bringing you into an unusual group who 
manage to complete the CLU program 
rather late in life. 

“You are to be congratulated for the 
enthusiasm and grit which you have 
displayed in seeing the CLU program 
through to a successful finish. Yours 
is a rather unusual case and I wish 
there were more like you who could 
discipline themselves to the completion 
of so hard a program of study. From 
time to time we have life underwriters 
from age 55 to 70 who complete the 
wonderful task of acquiring the CLU 
designation. Of course, no one is ever 
older than he really feels. But I cannot 
help having the thought that persons 
like you should constitute a real inspira- 
tion to many younger people in so im- 
portant a matter as proper preparation 
for a life’s career. May I extend my 
very best wishes for many more years 
in the life insurance calling, and may 
I also wish you abundant dividends 
from your wonderful educational effort.” 





LICENSED IN OREGON 

Constitution Life, through its execu- 
tive vice president O. S. Weide, an- 
nounced that the company has entered 
Oregon and has appointed as general 
agent E. S. Lindley of Portland, for 
the Metropolitan area and J. J. Kamer- 
man of Eugene for the Willamette 
Valley. The company will write life, 
health, accident and hospitalization in 
this as in other states. 














WANTED: 
LIFE INSURANCE EXECUTIVE 


A large New England agency is seeking the services of a well-qualified 
man familiar with agency operations, and able to carry his share of the 
administrative and training load. Position requires a man between ages 30 
and 40 who is a supervisor or assistant in the field, or is now in home office 
agency department. Write giving complete history. Send photo. All replies 
confidential. Our men know of this advertisement. Company executive will 
be in city for interviews within next 10 days. Address J-75, The Eastern 
Underwriter, 41 Maiden Lane, New York 7, N. Y. 
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DR. PARKER M. CORT RETIRES 





Aetna Life Associate Medical Directoy 

Had Been Associated With Com- 

pany for Twenty Years 

Dr. Parker M. Cort, associate medical 
director of the Aetna Life, has been re- 
tired at his own request. Dr. Cort has 
been associated with Aetna Life for 
twenty years, and before that was en- 
_gaged in the general practice of medicine 
in Springfield, Mass. A native of Clay- 
ville, N. Y., Dr. Cort was educated at 
Harvard University and Harvard Medi- 
cal School, from which he received his 
M. D. degree in 1902. Shortly afterward 
he began to practice medicine in Spring- 
field. He served as pathologist and as- 
sistant visiting physician of the Mercy 
Hospital and was chief visiting physician 
of Springfield Tuberculosis Hospital. 

During World War I, Dr. Cort served 
in the Army Medical Corps. After train- 
ing at various hospitals in this country, 
he went to France as tuberculosis officer 
of the 76th Division and subsequently 
served as division consultant in medicine, 
adjutant of a hospital center and brigade 
surgeon at an embarkation center. He 
held the rank of lieutenant colonel on 
his return to inactive duty in 1919. 

He then resumed practice in Spring- 
field and was president of the non-of- 
ficial Springfield Tuberculosis Association 
which he organized into the Hampden 
County Tuberculosis and Public Health 
Association. 

In 1926 Dr. Cort joined Aetna Life as 
associate. medical director and has held 
this position until his retirement. 

Dr. Cort is a former vice president 
of the Massachusetts State Tuberculosis 
League and is a member of the Hamp- 
den County Medical Society, the Massa- 
chusetts Medical Society and the Acad- 
emy of Medicine Clinical Club. 





E. E. TURNER NAMED MANAGER 

Former associate general agent Ed- 
ward FE. Turner has been named man- 
ager of the Los Angeles agency of the 
Columbian National Life of Boston, suc- 
ceeding Robert F. Coffman who moved 
to Long Beach, Cal. Mr. Turner has 
represented the Columbian National in 
Los Angeles since 1945, when he movet 
from Wichita to the West Coast. Prior 
to joining the company at Wichita, Mr 
Turner had been with The [’rudentia 
at Dodge City, Kansas. 


WOLFSON BRANCH EXPANDS 





The S. S. Wolfson agency, |'erkshir 
Tife, has doubled the space ot tb 
srooklyn office at 66 Court street, ! 


meet the expansion of its business !! 
that territory. The agency is in charge 
of Henry Marshall. 
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" (ASERIES OF ADVERTISEMENTS ILLUSTRATING HOW LIFE INSURANCE AGENTS SERVE THEIR COMMUNITY BY SELLING LIFE INSURANCE) ff 





The File on the Man with 107 Children 


A SHORT TIME AGO, Bill Hanson, Equitable Society 
field man, was amazed to find that 107 sons and 
daughters of fathers he had insured, are now being 
fed, clothed, and educated by the proceeds of Equi- 
table Society policies. 

From time to time, as Bill sees these youngsters, he 
feels mighty proud. For if he had failed to convince 
the fathers of these children of the importance of 
life insurance protection, many of these children 
would now be dependent on public or private charity 
—a community charge instead of a community asset. 





Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS 1S YOUR FBI!” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 











THOMAS I. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 





Yes, selling life insurance provides more than a liveli- 
hood. It’s a good way of life, one that benefits the 
entire community. Assuring education for the good 
citizens of tomorrow—safeguarding homes—dignify- 
ing old age—bringing greater peace of mind to 
families everywhere—the Equitable representative 
does a day’s work that is a source of daily satisfac- 
tion to him. He can be proud of the respect that is 
his as a member of a highly regarded profession... 
and as a representative of an institution like The 
Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 
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General Electric Issues Statement on 


Its General Profit Sharing Plan 


Because of a story in a New York 
daily paper, incorrectly slanted, about 
the General Electric Co.’s discontinuance 
of its general profit sharing plan The 
Eastern Underwriter publishes herewith 
the company’s official statement about 
its action: 

“Confirming publicly a decision made 
and announced internally last spring, the 
General Electric Co. disclosed today that 
its thirteen-year-old general profit shar- 
ing plan for employes will end at the 
close of this year, and that final pay- 
ment of funds accumulated during 1947 
will be made late next spring. During 
negotiations which resulted in blanket 
adjustments in wages and salaries last 
April, notice was given to employes and 
their union representatives that the new 
rates would involve dropping the plan. 

“The profit-sharing plan instituted in 
1935 had been unsatisfactory as an in- 
centive and in its other results for some 
time, because of racially changed con- 
ditions growing out of company ex- 
pansion and rapid growth in numbers 
of new employes, it was said today in 
discussing the decision. Due to greatly 
increased expenses and taxes so largely 
offsetting the usual benefits of higher 
volume, payments under the plan an- 
nually had averaged only slightly over 
$3,000,000 during the last four years, and 
there are now over 160,000 employes on 
the payroll. Company officials point out 
that benefits to employes, which lapse 
under termination of the plan, are far 
more than compensated for from the 
standpoint of regularity and total re- 
turns by the new pension plan recently 
put into effect voluntarily by General 
Electric. This new pension plan’s initial 
cost to the company amounts to $40,- 
000,000 which is more in one lump sum 
than the total payments made in all the 
thirteen years of the profit-sharing plan’s 
history. The new plan means an outlay 
of cash averaging $16,000,000 per year 
at present employment and pay rates. 
Day to day cost to the company for the 
pension accumulation plan is about five 
cents per hour for each employe partici- 
pating.” 


Pension Plan Amended May 6, 1946 


The pension plan of the company was 
approved by directors of the company 
on May 5, 1946. On September, 1946, 


it was amended. In brief, employes of 
the company can enroll in the pension 
plan after completing one year of serv- 
ice with the company. When retirement 
age is reached (men normally retire at 
65 and *vomen at 60) employes under 
the plan receive a monthly pension. Each 
year this will amount to 40% of the 
employe’s total contributions to the plan 
so that at the end of two and a half 
years they will receive back all the 
money they have contributed. 

There is an optional early retirement. 
Both men and women may retire as early 
as five years before they reach normal 
retirement age. Those who retire early 
will receive their pension for a longer 
time, so the monthly pension will be 
somewhat smaller. “Your pension will be 
figured as though you had _ reached 
normal and then be reduced 4% for 
each year you are short of normal re- 
tirement age,” the company says to 
employes. Because Social Security pay- 
ments normally do not start until age 
65 every one whose optional or normal 
retirement starts before reaching that 
age receives an extra $360 a year until 
reaching age 65. 

3eneficiaries of those dying before re- 
tiring, but after reaching age 60 (women 
age 55) will receive the pension for a 
five-year period. If employe dies within 
the first five years of their retirement 
their beneficiary will receive the pension 
for the balance of the five year period. 

Under the plan an employe can, if 
he qualifies, leave the company before 
reaching retirement age without for- 
feiting the right to a pension when re- 
tirement age is reached. This is called 
a vested right in the pension. 

If the employe becomes permanently 
disabled and has fifteen or more years 
of credited service under the plan he 
may be retired on a disability pension. 

Those who participate in the plan 
make contributions in the form of pay- 
roll deductions at the rate of 2% of 
the first $3,000 earned each year, plus 
5% of earnings over $3,000. 


Amount of Pension 


Under retirement there is payable to 
a participating employe an annual pen- 
sion consisting of one or both, depending 
upon his eligibility, of the two following 
separately computed annuities: 

(a) A future service annuity payable 





Sickness 
and 
Accident 
Protection 
with 


Hospitalization 
and Surgical 





All Forms 
Participating 
Life 
Insurance 


Including 


Juvenile 


Group and Wholesale 
Over $2.00 in Assets for Each $1.00 of Liabilities 











in respect of service on or after the 
effective date to an employe making the 
contributions provided. 

(b) A past service annuity payable in 
respect of service prior to the effective 
date to an employe having one or more 
years of continuous service on that date 
who remains continuously in the service 
until his retirement or until his right 
to such annuity vests under the pro- 
visions. 

The future service annuity payable 
to each eligible employe upon retirement 
on or after the normal retirement date 
shall be an amount equivalent to 40% 
of the aggregate contributions of the 
employe. 

The past service annuity payable to 
each eligible employe upon retirement on 
or after the normal retirement date 
shall be determined as of the effective 
date by: 

(a) Multiplying 1.165% of the past 
service earnings of the employe, in the 
case of a man employe, or 1.5% of such 
past service earnings in the case of a 
woman employe, by a number equivalent 
to the total number of years, computed 
to the nearest full year, of continuous 
service which the employe will have at 
his normal retirement date. 

(b) Subtracting from the amount de- 
termined in (a) the sum of: 40% of the 
first $600 of the employe’s past service 
earnings and 10% of the remainder, up 
to a maximum of $2400, of such past 
service earnings, 

(c) Multiplying the net amount deter- 
mined in (b) by a fraction, the numer- 


ator of which is the number of years, 
computed to the nearest full year, of 
continuous service to the effective date 
and the denominator of which is the to- 
tal number of years, computed to the 
nearest full year, of continuous service 
which the employe will have at his nor- 
mal retirement date. 

However, no such past service an- 
nuity shall be less than twelve dollars 
for each year, computed to the nearest 
full year, of continuous service to the 
effective date. 





PLAN KANSAS SALES CONGRESS 

Hutchinson was selected for the an- 
nual meeting and sales congress of the 
Kansas Association of Life Underwrit- 
ers to be held in May, 1948, at a meet- 
ing of the Kansas directors in Topeka. 
Carlton Armour, Northwestern  Na- 
tional, president of the Hutchinson As- 
sociation was named general chairman 
of arrangements. Don Mitchell, New 
York Life, Wichita, and Elliott Belden, 
Franklin Life, Salina, will assist. A new 
constitution was submitted by Wm. 
Moors, Pacific Mutual, Wichita, imme- 
diate past president, which was adopted 
subject to ratification at the annual 
meeting. Eleven of the thirteen local 
life associations were represented at the 


state conference which followed the 
business session. President Louis R. 
Smith, Equitable Society, Topeka, pre- 
sided. 





OARS OF JONNY GRA BEN 





THE CASE OF THE MISINFORMED PROSPECT .--5y the GUARDIAN 











WHAT’S THIS GUERTIN LAW 
THAT’S MAKING YOU INCREASE 
YOUR PREMIUMS? 






7 77 
~ 
“Sh... aS > 
Xb) Ss 
“ € } WS 
SS \S 
= ~~ 
ZA 





























THE LAW SAYS WE HAVE TO USE A 
MODERN MORTALITY TABLE—THERE’S- 
NOTHING IN IT ABOUT HIGHER RATES. 
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G WE COULD CONTINUE ON A 3 
OR 34% BASIS THERE'D BE NO 
INCREASE— WE MIGHT EVEN BE 
ABLE TO REDUCE PREMIUMS! A 
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W: ail Phelps Emphasizes 
Importance of Training 


REVIEW TRAINING PRINCIPLES 





Says Life Companies Should Prepare 
Their Producers for Whatever 


Conditions Are Ahead 





One of the worst things that life in- 
surance fieldmen can do is to try to pre- 
dict the rises or the falls in the eco- 


nomic curves; and the best thing that 


life insurance companies can do is to 
“make all possible haste” to be sure 
that producers are well trained “to 
meet whatever conditions lie ahead.” 
This was the advice offered by Ward 
Phelps, director of training, Mutual 
Life of New York, in addresses last 
week on “The Vital Importance of Life 
Insurance Training Today.” He spoke 
before the New York CLU chapter and 
several days later in Richmond, before 
the General Agents’ and Managers’ 
Conference sponsored by the National 
Association of Life Underwriters. 

Leading economists, Mr. Phelps said, 
cannot agree exactly on what the oe 
nomic future will be. But, he added, 
is a fact that “so long as men re 
women have needs for life insurance, 
they will have to be sold and this sell- 
ing will be done best by fieldmen who 
are well trained and who can continue 
to give a high grade of professional life 
insurance service.” 

Reviewing the training work of Mu- 
tual Life with its fieldmen during the 
past three years, Mr. Phelps said the 
experience has led his compz iny to two 
convictions: the training process can 
only be successful if it is carried on 
both in the agency office and in the 
field; and the training process should 
be a continuous one, extending from 
the time a prospective fieldman becomes 
seriously interested in the career of 
selling to that day when he ceases to 
be in the life insurance business. 


Training Program 


A training program, he said further, 
should be predicated on the following 
principles : 

Training consists of imparting knowl- 
edge, plus building correct habits and 
skills. 

Correct habits and skills must be at- 
tained and maintained. “We have often 
done a good job in developing skills, 
but do not seem to have counteracted a 
tendency for salesmen to slump after a 
given period of time. We have not yet 
found the full solution to this problem, 
but at least we believe that our training 


program should not set any definite 
dividing point after which the fieldman 
needs no further attention.” 


Necessary knowledge and skill can 
best be imparted and developed in small 
portions, administered frequently over a 
long period of time. 

Those charged with training new pro- 
ducers must spend time in the field with 
the salesmen. “Battle conditions” can- 
not be duplicated or simulated in the 
agency office. This principle—“perhaps 
the most neglected of all’—means ap- 
plication of the concept of D. O. C— 
Demonstration, Observation and Correc- 
tion. It means also emphasis on “fol- 
low-up,” or the continuous process of 
training, and the more active participa- 
tion of the fieldmen in his training. 

The whole training program must be 
in balance and coordinated with other 
phases of the company’s operations— 
selection, recruiting, financing, supervi- 
sion. 

Outlining for illustration purposes the 
Mutual Life’s training program, Mr. 
Phelps said that when a new producer 
signs his contract with the company, he 
is automatically enrolled in the training 
program. 

“This consists of a definitized pro- 
gram of study, planning and actual field 
work over a period of three years,” he 
said. “The program is divided into six 
sections, each lasting six months. The 
first of these is the basic course. The 
next three stages comprise the inter- 
mediate course, taking the man to the 
end of his second year. The last two 


sections, comprising the third year of 
training, are called the advanced 
course. 


“The important thing to keep in 
mind,” Phelps said, “is that throughout 
this three-year period the fieldman com- 
pletes regular weekly or bi-weekly study 
assignments and turns in a weekly re- 
port covering his activities.” 


Regular Production Quota 


There also is a regular production 
quota, Mr. Phelps said, adding that if 
the fieldman completes all requirements, 
he is invited to attend at the end of 
each six-month period a regional train- 
ing school conducted by the staff of the 
training division from the Mutual Life’s 
home office. 

Administration of the program cen- 
ters in the training division, and failure 
of a fieldman to turn in assignments or 
to meet other requirements in the time 
allowed means that he is automatically 
disqualified from attending the next 
training school, Mr. Phelps explained. 

“It is hardly necessary to point out,” 
Mr. Phelps added in conclusion, “that 








Life Insurance Company OF AMERICA 









IF YOU WANT TO BLAME SOMETHING, 
BLAME THE RIDICULOUS INTEREST 
RETURN ON FIRST CLASS MORTGAGES 


AND BONDS. TV? 
— ~ 3 
/ ® € “F 


~ 



































THANKS FOR HELPING ON THAT 
ONE, JOHNNY. = 


Ih 





THAT’S OKAY—I JUST WANTED 
Ar] 70 KEEP itd RECORD STRAIGHT. 



































Ae eae 
Za 7” \ Vy, 
y= j 





























Secured by your 


Renewal Commissions 


Confidential arrangements 
made thru National Bank 


Experienced background 


REDELL 


(GEORGE F. 
55 West 42nd. Street 
New York 18, N. Y. 


5-7341 


LOngacre 








the CLU study program fits definitely 
into our own schedule. It is our policy 
to encourage all our fieldmen to take 
CLU examinations and we ask our man- 
agers to give us their recommendations 
as to when a producer is ready to begin 
his CLU work and how rapidly he 
should take the examination.” 





ELAINE HEDGES TO WED 

Elaine Hedges, who has been associ- 
ated with her father Bert A. Hedges, 
Kansas Business Men’s Assurance man- 
ager and her brother Robert in the 
Hedges Insurance Agency since her 
graduation from the Business Adminis- 
tration School of the University of Wis- 
consin two years ago, is to be “es 
November 29 in Wichita to Dr. Calvin 
L. Stevens, a member of the faculty of 
the Massachusetts Institute of Technol- 
ogy. The couple met at Wisconsin 
where both were students. 
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Hancock Group Changes 

John Hancock Mutual Life has an- 
nounced the following 
Group 
Duncan A. 
director of 


changes in its 
service organization. 
formerly assistant 
service at the 
appointed man- 
ager of the New England Group office. 
Kenneth C. Penwell has been ap- 
pointed manager of the Springfield 
Group office. Stephen S. Taft, Jr., man- 
ager of the Springfield Group office, 
will join the Group sales staff at the 
home office. 


sales and 
Brash, 
sales and 
home office, has been 
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HOTEL INDUSTRY GROUP PLAN 


Staffs of Hotels in Toronto Being 
Offered Group Insurance for Them- 
selves and Their Dependents 
Almost one hundred hotels in Toronto 
are being offered Group insurance for 
themselves and their dependents, accord- 
ing to Bert E. Randall, of the Associ- 
ation of Toronto Hotel Proprietors. Rep- 
resenting a new departure in employer- 
employe relations in the hotel industry, 
and considered a movement which soon 
may become dominion-wide, the plans 
call for equal contributions by employ- 
ers and employes. According to Mr. 
Randall, payments and benefits are as 

follows: 

Contributions by employes will be 43 
cents a week, or with one dependent 
67 cents and with two or more depend- 
ents 82 cents. Member firms can qualify 
for participation when 75% of full-time 
employes agree to the plan. Despite 
age, physical condition or past medical 
history, there will be no medical exam- 
ination if employes enroll at once. 

So far as benefits are concerned, there 
is life protection of $1,000; accidental 
death and dismemberment, $1,000; ac- 
cident and sickness weekly indemnity 
(for a maximum of thirteen weeks) of 
$15 per week; daily hospital benefit, 
seventy days maximum, of $5 per day; 
special hospital services to a maximum 
of $50; ambulance fees to or from hos- 
pital $5; surgical benefits of $150; medi- 
cal care benefits to a maximum of $130; 
diagnostic X-rays to $25 maximum. 

Benefits to dependents are: Dailv hos- 
pital benefit, 31 days maximum, #4 per 
day; special hospital services, $20 maxi- 
mum; ambulance fee, $5; surgical bene- 
at, $150 maximum. 

Medical care benefit is a maximum of 
$150 over 12 consecutive months, and 
provides for necessary and regular treat- 
ment by a physician for any disability 
not requiring surgery, which is caused 
by a non-occupational accident or any 
sickness not covered by workmen’s 
compensation law. Benefit is paid at the 
rate of $3 for a doctor’s call at hos- 
pital or home, and $2 per call at the 
doctor’s office. 





NALU GENERAL AGENTS MEET 
Charles W. Campbell, CLU, home 


office manager of The Prudential, New- 
ark, was featured speaker at the first 
day session of the NALU general 
agents-managers area conference in 
Richmond, November 7-8. The area em- 
braces District of Columbia, West Vir- 
ginia, Delaware, Maryland and Virginia. 
Other speakers were Ward Phelps, 
CLU, director of training, Mutual Life 
of New York; A. Rogers Maynard, su- 
perintendent of agencies, Metropolitan 
Life; Lee Searcy, assistant secretary, 
Life Co. of Virginia; Horace Smith, 
CLU, director, School of Life Insurance 
Marketing, Purdue University. 





PASSES 900 MILLION MARK 

National Life of Vermont passed the 
nine-hundred million dollar milestone in 
insurance in force last month with Oc- 
tober new paid for production amounting 
to $11,739,388, D. Bobb Slattery, super- 
intendent of agencies, announced. Pro- 
duction for the same month in 1946 was 
$9,847,661, a gain of $1,891,727. For the 
first ten months of this year new paid 
production was $101,564,298, as com- 
pared with $90,281,808 during the same 
period in 1946, a gain of 12.50%. For the 
month of October, the gain in insurance 
in force was $8,838,068, and for the 
year to October 31, the gain was $75,778,- 
286. National Life total life insurance 
in force as of Cctober 31 was $904, - 
028,653. 





KIRBY HIGBE JOINS STAFF 

The Banjo Smith Agency of the 
Franklin Life, Columbia, S. C., announces 
the addition of Kirby Higbe, major 
league baseball star, as a member of 
its staff. Mr. Higbe, now with the Pitts- 
burgh Pirates, says he plans to go into 
the life insurance business full time after 
he is through playing baseball. 





Pilot Life Appoints 
Three General Agents 


The Pilot Life of Greensboro, N. C., 
has announced the appointment of three 
general agents. Albert G. Daniel is new 
general agent for Atlanta; Thomas M. 
Harrison, former special representative 
for the company has been named gen- 
eral agent at Jackson, Tenn., and 
Quinn V. Martin has been appointed 
general agent for the new Huntington, 
W. Va. agency. 

Mr. Daniel entered the armed forces 
in 1940 and was discharged in 1946 as a 
major, after which he resumed his life 
insurance career. Mr. Harrison, whose 
headquarters will be in the Commercial 
Building, is president of the Jackson 
Life Underwriters Association. Mr. 
Martin is now serving as president of 
the Huntington Life Underwriters As- 
sociation, having just been elected to 
that office. 





BANKERS LIFE SALES SCHOOL 

Eighteen salesmen from thirteen agen- 
cies of the Bankers Life of Des Moines 
were in attendance at a senior sales 
training school at the home office in 
Des Moines from November 3 through 
7. The school was under the supervision 
of the sales training division. 


——e 





For a Managerial 


A small agency of a large life 
pains. 


41 Maiden Lane, New York 7. 





Are You Looking 


Opportunity? 


insurance company has growi); 


We need a well informed career life insurance man to +: 

cruit, train and supervise career agents. If you want an opportuni!; 
to do managerial work, whether you have had any experience 0; 
not, write in confidence to Box 1739, The Eastern Underwriter 














HAYS AGENCY PRODUCTION 

New England Mutual’s Wm. Eugene 
Hays agency, Boston, has entered the 
“one hundred millions in force” class 
by posting a net gain of more than nine 
during the first nine months 
this year. In connection with this event 
an open house was held in the enlarged 
suite of offices now occupied by the 
agency. So far this year the Hays or- 
ganization, with over $12 millions, leads 
the company’s other seventy nationwide 
agencies in new paid for volume. 


millions 


— 


GENERAL AMERICAN FESTIVAL 

The annual fall festival for the em- 
ployes of the General American [i/e will 
be held this evening in St. Louis, with 
John S. Masterson as general chairman 
of the affair. The festival is strictly for 
employes. 





APPOINTED UTICA GEN’L AGENT 


Benjamin Rothschild has been named 
general agent for the Columbian Na- 
tional Life in Utica. Mr. Rothschild was 
formerly with the Manhattan Life and 
more recently an agent with the Colum- 
bian National’s agency at Syracuse. 




















ton, Mass.: 


for the G. I.’s.” 


abilities.” 








and I'll do the necessary. 


NOW IN ITS SECOND PRINTING: 
“How to Sell Life Insurance” by Mervin L. Lane 


A few selected opinions from countless letters which attest to the worth 
of this practical handbook. None were solicited and all of these letters were 
volunteered after the book had been purchased. 


H. G. HENDERSON, Associate Manager, Downtown Agency, Prudential Insur- 
ance Company of America, New York City: “Our Company should place 
a copy in the hands of every Assistant Manager training new men through- 
out the Company’s field.” 


SHALE H. GOODMAN, C.L.U., Kansas City, Mo.: 
readable style, and what especially appealed to me was that all of your 
ideas can actually be used to sell life insurance to the type of prospect 
that the vast majority of life underwriters have occasion to talk with.” 


STANLEY L. WALLACE, Delanoy & Kipp, New York City: “Here is a book 
which provides a breath-taking array of ideas. It prods the imagination 
from every conceivable angle.” 


CORINNE V. LOOMIS, C.L.U., Associate General Agent, John Hancock, Bos- 
“I’ve never found a book that gave me as much lift and cre- 
ated as much enthusiasm on my part in all my career. I have ordered some 
more of your books to be used in the Agency and I think we may adopt 
them as part of a standard in our educational course which we are running 


IRVING WILLIAMS, Editor, Rough Notes Magazine: 
life insurance man would regard this book as an expense because, if he 
didn’t get his $3.50 worth within a month from ideas he could apply any 
day in his work, there would be something wrong with his methods or 


Prentice-Hall, Inc., the publishers, will send “HOW TO SELL LIFE INSURANCE” for 
five days’ free trial examination. At the end of that on-approval period, you either 
return the book, or send them your check for $3.75 plus 10c for postage and packing. 
If you want them to do this, write me a post card or letter ordering the book, today, 


_— 


“It is written in a very 


“T can’t see how any 


—— 


MERVIN L. LANE, 
60 John Street, 
New York 7, N. Y. 
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ici Life Liberalizes 
Educational Refund Plan 


Mutual Life of New York has an- 
nounced a broad liberalization in its 
educational refund plan which increases 
to $150 the maximum refunds permitted 
‘1 any twelve-month period and which 
provices for automatic merit increases 
in salary ranging as high as $104 a year. 
in announcing the change, Alexander E. 
Patterson, president, said that the move 
was made in order to give all home 
nd agency office employes of the 
ny greater financial assistance in 

irk to take courses to help them 
<s in their work with the com- 


office < 
comp 
their 
progr 
pany. 

The new provisions were made retro- 
active to September 1, so that they ap- 
ply to courses started early in the cur- 
rent school year. Giving greater recog- 
nition to the courses of the Life Office 
Manavement Association, of which the 
Mutual Life is a member, the liberalized 
educational plan provides that upon sat- 
isfactory completion of an LOMA 
course by the employe, the company 
will pay all reasonable costs of courses, 
books and examinations, instead of a 
partial payment as heretofore. Also 
any employe completing LOMA course 
I satisfactorily will receive an automatic 
merit increase of $52 a year; upon com- 
pleting course II an additional $104 a 
vear and upon completing course ITI 
and attaining a fellowship in the LOMA, 
another increase of $104 a year. These 
will be in addition to any other merit 
increases, 

The plan provides also that upon 
satisfactory completion of all approved 
courses other than LOMA, including 
those leading to degrees, maximum re- 
fund by the company in any twelve- 
month period is increase to $150 from 
$50. The basis of the company’s con- 
tribution on such courses remains the 
same—50% of tuition and books and 
100% examination costs. 

The CLU examination is not included 
under the refund plan. However, the 
company will grant office employes the 
same financial assistance for taking 
CLU examinations as it allows field un- 
derwriters. 


BOISAUBIN’S NEW DUTIES 

Eugene V. Boisaubin recently assumed 
his new duties as supervisor of the 
salary savings department of the Gen- 
eral American Life, St. Louis, with which 
he has been associated since 1940. He 
succeeds George S. Harris who resigned 
recently. 

Mr. Boisaubin, who holds an LL.B. de- 
gree from St. Louis University Law 
School, began his insurance career in 
1938. He joined General American Life 
in 1940, first serving as an accident and 
health supervisor in the St. Louis agency 
under the late Edmund Burke. Later 
he was made an agency supervisor serv- 
ing in that capacity until he was called 
to active duty as an ensign in the Navy 


in 1942. Ile resumed his duties as agency 
supervisor following his release from the 
service in 1945. He was appointed brok- 
frage manager in the St. Louis agency 
Fin January, 1946. 

REPORTS RECORD OCTOBER 

Field i of Northwestern National 
Life of Minneapolis set three new. pro- 


F duction 
made t] 
ompan *s 
plications 


E busines 


records during October and 
the greatest month in the 
history. A total of 3,155 ap- 
for $12,254,976 of Ordinary 
and a grand total of $16,868,740 
1 new business, including Group and 
reinsurance, written during the month 
all represented new highs. 





LIFE DEPARTMENT MANAGER 
Arthur 1). Thomas has been appointed 


a “ser ot the life department of the 

; i t Insurance Corporation agency 
2 mond, Va., which is headed by 
; Wwe 


OR ag Wilson, a past president of 
"allaidas nal Association of Insurance 


OLD LINE LIFE INCREASES 

In eight of the nine months of 1947 
new sales of life insurance by Old Line 
Life of America exceeded corresponding 
months in 1946, J. H. Daggett, president, 
announced. An all time high was _ re- 
corded in life insurance in force of 
$112,709,629. For the first nine months 
there was an increase of 16% in new life 
insurance paid for over the comparable 
period of 1946, while accident, health 
and hospital premiums gained 39%. Total 
assets reached $34,749,179, also a new 
high for the company. Payments to 
policyholders and beneficiaries for the 


nine months totaled $1,700,385. 











SALES CONTEST WINNERS 

Warren F. Roundebush, Northwestern 
Mutual, Waterloo, Iowa, won first place 
in the “Winning Sales Contest,” con- 
ducted at the fall meeting of the Iowa 
Quarter Million Dollar Club. Robert 
Smyth, Equitable Life Assurance Soci- 
ety, Fort Dodge, won second place and 
W. H. Zaiser, The Prudential, Des 
Moines, won third place. 





Leon A. Soper, manager of the Los 
Angeles office of the Phoenix Mutual, 
recently celebrated his thirty-fifth an- 
niversary with the company. 


Continental Assurance 
Has Record Production 


An all-time high in production of new 
Ordinary life insurance was set by Con- 
tinental Assurance in October. Business 
a total of $13,659,325, 


which exceeded the company’s previous 


written came to 


high of last June by more than $100,000. 


Total new business written by Con- 
tinental the first ten months of 1947 
exceeds by over $2,000,000 the. entire 


volume of 1946 and is running well in 
100% ahead of 1945. 


excess of 





Magicians 


gratitude. 


of my life. 


Home Office.” 


He Union Central We surance 0. 


CINCINNATI, OHIO 


* 





JULIAN V. BOEHM, voted “Atlanta’s Outstand- 
ing Citizen” by the people of Georgia’s capital 
. . . Master of Ceremonies at the World Premier 
of the film version of “Gone With The Wind”... 
former president of the National Society of 
. recipient of one of the most 
enthusiastic testimonials the public has ever ac- 
corded a life insurance man 
and continuously represented The Union Central 
for the past 38 years. 


A member of The Union Central Quarter Century 
Field Club, composed of agents throughout the 
nation who have added to the lustre of the Com- 
pany through 25 years or more of faithful, loyal 
service, Julian Boehm now receives a substantial 
monthly check paid under The Union Central’s 
liberal Pension Plan for Agents. 


Referring to this in a recent letter, the Beloved 
Atlantan wrote: “This recognition by my Com- 
pany brings me a feeling of mingled joy and 
My associations with Union Central 
Officers and fellow Agents throughout my 38 
years of service have been one of the great joys 
This happiness could not have been 
attained had it not been for the consideration 
shown me as an Agent by The Union Central 


Money Every Month... Sor the Agent 


Through a liberal Pension Plan devised by their Company, 

substantial monthly checks go to qualified members of The 

Union Central Quarter Century Field Club who have reached 

rctirement age after 25 or more years of continuous service. 

‘; p'an means security for The Union Central Agent who 
hes made a career of providing secur'ty. 


. . . has successfully 


* 


















































































































THE EASTERN 
UNDERWRITER == 










4+— Lie——- 
























November 14, 1947 











Huber Agency Hears M. H. Johnson 


Tax Attorney Proposes Amendment of Present Statute 


Dealing With Family 


Will Be 


Partnerships; 


Presented to House Ways and Means Committee 


In a paper prepared for delivery be- 
fore the Solomon Huber agency of the 
Mutual Benefit Life today Mark H. 
Johnson, tax attorney and co-author of 
Rabkin and Johnson on _ Federation 
Taxation, proposed an amendment on 
family partnerships which is to be pre- 
sented to the House Ways and Means 
Committee. Section 3797(a) (2) of the 
Code now provides: 

The term “partnership” includes a 
syndicate, group, pool, joint venture, 
or other unincorporated organization, 
through or by means of which any 
business, financial operation, or venture 
is carried on, and which is not, within 
the meaning of this title, a trust or 
estate or a corporation; and the term 
“partner” includes a member in such 
a syndicate, group, pool, joint venture, 
or organization. 

Mr. Johnson proposes 
ment: 

Section 3797(a) (2) is hereby amended 
by adding thereto after the period at 
the end thereof the following: 

if a person is otherwise recognized 
by law as a bona fide partner or joint 
venturer, he shall be considered a part- 
ner for the purpose of this title if he 
has contributed capital or substantial 
personal services to the partnership. 
For this purpose capital shall be 
deemed to include any money or other 
property (including an interest in the 
partnership or in a predecessor busi- 
ness) acquired at any time from any 
other person by bona fide purchase or 
gift. If in any case, however, the inter- 
est of any partner was acquired, di- 
rectly or indirectly, from another per- 
son, and if the partner is a spouse, 
brother or sister (whether by the whole 
or half blood), ancestor, or lineal de- 
scendant of such other person, or if 
the partner is a trust of which such 
other person is the grantor, 

(1) If such other person has an in- 
vestment in the partnership, the pro- 
portion which the acquiring partner’s 
distributive share of partnership in- 
come bears to his capital shall not ex- 
ceed the proportion which such other 
person’s distributive share of partner- 
ship income bears to such other per- 
son’s capital (unless such excess is at- 
tributable to personal services actually 
rendered by the acquiring partner), and 
any excess shall be considered addi- 
tional income of such other person; and 

(II) If the partnership agreement re- 
quires the distributive shares of part- 
nership income to be determined with- 
out reasonable allowance for personal 
services rendered by such other person, 
there shall be attributed to such other 
person an amount not in excess of rea- 
sonable compensation for such services, 
and there shall be deducted from the 
distributive share of the acquiring part- 
ner his proportionate share of such 
amount. 

According to the author it is intended 
to restate the basic principle that in- 
come derived from property is taxable 
to the bona fide owner of the prop- 
erty, whether that property was ac- 
quired by purchase or by gift, and 
whether it was acquired from a stranger 
or a relative. This principle has been 
disregarded in only one class of cases, 
the so-called “family partnership” cases, 
where the rule has been recently de- 
veloped, at least in the Tax Court, that 
the interest of a wife (or other rela- 
tive) will be recognized only if she 


this amend- 








Anthony Peters, Utica, district man- 
ager of John Hancock was honor guest 
at a recent dinner dance on his twen- 
tieth anniversary with the company. 


has rendered personal services or has 
contributed capital “originating” with 
her. 

It is believed that this clearly er- 
roneous rule should be corrected by 
legislation. It is recognized, however, 
that fictitious family partnerships have 
in many cases been used in an attempt 
to accomplish unjustifiable tax avoid- 
ance, and it is important that the statu- 


tory correction of the present rule 
should not assist such practice. The 
proposed amendment, therefore, ex- 
pressly provides the following  safe- 


guards: (1) the wife (or other family 
member) must contribute either serv- 
ices or capital (including capital ac- 
quired by bona fide purchase or gift 
from the husband); (2) income derived 
from capital may not be shared in dis- 
proportion to capital accounts; and (3) 
income derived from the husband’s per- 
sonal service may not be deflected to 
the wife. 





in Life Insurance. 


desire for advancement. 


advertisement. 





OPPORTUNITY 


Perhaps you are about 35 and have had a successful sales backgro.ind 
You may be a C.L.U. or a potential one and pos:.bly 
have a flair for teaching and training others. Your present situation in an 
agency or Home Office training staff may not present the chances that you 


An old New England life company has an unusual opportunity for sich 
a man who will receive adequate compensation with an opportunii:: to 
progress and will direct our well-established training program. 


You may write in complete confidence as our people know of this 


Box 1746, The Eastern Underwriter 
41 Maiden Lane, New York 7, New York 








BERMAN AGENCY LUNCHEON 
Samuel Berman of the Samuel Ber- 
man Agency, Security Mutual Life, New 


York, was host at a luncheon last week 
at the Hotel Astor for about twenty-five 
guests. Speakers were Mr. Berman, 
Norman T. Carson, assistant superin- 
tendent of agencies at the home office 
in Binghamton and Frank Byrne, spe- 
cial home office representative in New 
York. The theme stressed was the 
company plans and those of the agency 
for the coming year. Special emphasis 
was placed on the success attained by 
the agency during the past year and the 
goal set for 1948. 


‘curity Mutual Life also 


BINGHAMTON DINNER MEETING 

Charles W. Summers, internationally 
known humorist, was the principal 
speaker at the fourth annual dinner and 
dance of the Binghamton Life Under. 
writers Association at the Johnson City 
American Legion clubhouse. A. Stewart 
Payne, president, said the meeting hon- 
ored qualifiers in this area for the Na- 
tional Quality Awards. 

Frederick D. Russell, president, Se- 
spoke. The 
qualifiers were introduced by Frank J, 
McManus, regional vice president of 
the New York State Life Underwriters 
Association. 




























FLEXIBLE FAMILY INCOME 


The LNL Family Income Plan helps the LNL man meet his pros- 
pect's needs, because it is flexible. 


(1) The special F. |. rider may be added to many types of 
LNL policies, including retirement plans. 


(2) A clean-up fund may be provided or omitted, as desired. 


(3) The plan may provide a monthly income of either $10 or 
$15 per $1,000 of principal contract. This unusual feature allows 
50°%, more income for the same amount of basic contract. 


The flexible service which LNL men can offer through this 
Family Income Plan provides another reason why the recent Job 
Satisfaction Study showed exceptionally high satisfaction among 
representatives of The Lincoln National Life Insurance Company. 


LNL is geared to help its field men. 
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Every Field Representative has his own personal “public 




























relations” problem—to establish and maintain his rep- 


utation as a professional life Underwriter. And we are 





G anxious to help our Representatives solve their problem... 
H to help them achieve prestige for themselves . . . to assist 


; them in keeping in touch with their clients and friends. 





One way we have found to help our Field men 
help themselves is Points, the lively little 
monthly produced in the Home Office for the 
Underwriter’s own mailing list. Points goes 
to each prospect as a personal message from 








the Underwriter himself. His picture, name, 
address and telephone number appear on 
the front cover. Inside there is fast-reading 














copy on a variety of subjects, with a punch 
story on a current life insurance topic, such 
as the value of a college education—the se- 
curity in a planned life insurance program— 
the cost of living in relation to life insurance. 


Points does a good job for our Field 
Underwriters. Its circulation has doubled 











tr4 aN bs, see 


= LOOKS LIKE SOMEBODY HAD 7 


Puaured, Somes SERVICE !! ei) 


OG aM 
(Of 
( : 


= 





in the last three years and now it reaches 
over 100,000 readers each month. 





‘ OSS: - 













é ANS 
' 


at eee 


eat 





Our 2nd Century of Sewice 


THE MUTUAL LIFE 


INSURANCE ane of NEW YORK 


34 Nassau Street, New York 5, N.Y. g, ‘9 2 Alexander E. Patterson, President 
> oa 













Page 16 





o— + ] 


EARN Ra ae 








UNDERWRITER 


FABER 
—UNUENM 


November 14, 1947 








Baumann on NSLI 


(Continued from Page 1) 


for loss of life or loss of earning power 
while in the service, we approve the 
proposal to substitute a program of 
gratuitous insurance, under which each 
person entering service on and after 
such terminal date will be covered while 
in service to the extent of $10,000 of 
insurance without payment of premium 
and without privilege of conversion 
upon termination of service, unless 
service-connected disabilities prevent his 
or her getting standard insurance from 
one of our life insurance companies. 

“In our opinion, the program is sound 
because it would (a) be cheaper for the 
Government to pay losses than to oper- 
ate an insurance company; (b) improve 
the morale of the members of the 
armed forces—it is a well known fact 
that many resented the methods which 
in some cases were necessary to induce 
them to purchase NSLI; (c) improve 
the morale of the folks back home, 
many of whom thought a son or a 
daughter had the full coverage of 
$10,000 and were shocked to learn that 
he or she had a smaller amount or none 
at all; and (d) eventually get the Gov- 
ernment out of the life insurance busi- 
ness. 

“We are unalterably, unequivocally 
and everlastingly opposed to any plan 
by which Government sets up a basis, 
different than that upon which we must 
operate, for use by others who wish to 
engage in the life insurance business. 
Savings bank life insurance illustrates 
the point. We appreciate the coopera- 
tion of company leaders in the efforts 
to hold this scheme within bounds in 
the three states in which it is now legal- 
ized and to prevent its extension to 
other states. It is a constant fight and 
a hard one. We hope no one is tempted 
to take the easy way out, namely, to 
compromise. We sincerely believe that 
a fundamental principle is involved, and 
that upon principles there should be 
no compromise.” 


Must Be Employer-Employe 
Relationship 


As Mr. Baumann began his comments 
on “mass insurance,” now the hottest 
potato in NALU look-ahead policy, the 
audience listened attentively to see 
whether he was going to unload further 
examples of mass coverage to which the 
NALU objects, James E. Rutherford, 
executive vice president of the associa- 
tion, having previously mentioned some 
cases by name. President Baumann 
withheld any new names. He began by 
declaring that in the public interest and 
in the interest of life insurance “career 
life underwriters” earnestly hope “that 
companies will stop, look and listen be- 
fore entering or proceeding farther into 
the field of mass coverage of the insur- 
ing public on any basis where the em- 
ployer-employe relationship does not 
exist.” 

As to the position of NALU on sub- 
ject he said: 

“Group insurance is worthy of and 
has our support and encouragement 
when it is issued in accordance with 
the original concept which limits its 


scope to the relation of employer-em- 
ploye. Certain types of group creditor 
cases, the underwriting propriety of 


which seems to be generally accepted, 
are not opposed by us if they meet the 
requirements of the Commissioners’ 
Standard Group Definition and if they 
are sold through a life underwriter 
rather than direct from the home office. 
“(b) Mass coverages, whether they 
be through group insurance or other- 
wise, not issued in accordance with the 
concepts stated in the preceding para- 
graph, ultimately will react, we fear, to 
the disadvantage of the insuring public, 
the life insurance business and the 
agency system. We believe that mass 
selling based on tenuous relationships 
such as professional or trade associa- 
tions or other non-homogeneous groups 
is unsound. 
“(c) The National Association of Life 


Underwriters, acting in behalf of and 
at the request of the career underwrit- 
ers who compose its membership, has 
offered to sit down with representative 
groups of company management for the 
purpose of studying the extent, trend 
and potential effect of certain mass sell- 
ing plans which have been adopted in 
various parts of the country during the 
past few years and which we sincerely 
believe are not in the best long-time 
interest of the insuring public, the com- 
panies, and the career agents who com- 
pose the American agency system. We 
sincerely hope that invitation is ac- 
cepted.” 


California Tells Significant Story 


As to the proper qualification and 
licensing of agents President Baumann 
called attention to NALU’s model bill 
on subject which requires that all ap- 
plicants for license satisfactorily pass 
a written examination to determine 
their fitness to serve the insuring pub- 
lic. He said that he did not believe it 
in the interest of either the public or 
of life insurance “to provide a certificate 
showing completion of a company course 
as an acceptable substitute for such an 
examination. Such a procedure might 
be effective if all companies had ade- 
quate educational training material, 
proper training procedures and would 
follow through to see that field man- 
agement does the job. But, as_ things 
are today, a qualification law, without 
a required written examination, in 
NALU opinion, is ineffective and of 
little value. It’s a sedative, not a cure,” 
he said. “It presumes to keep out the 
unfit, but does not.” Also, he thought 
that an agent’s qualification law is not 
worthy of being called adequate if it 
contains a provision for temporary li- 
cense.” 


To prove this point President Bau- 
mann gave some data gathered from 
California State Insurance Department 
which is only state where information 
is obtainable about the negative side of 
the picture—the fellows who haven't 
made the grade or have dropped out 
of life insurance for some reasons or 
other. The NALU learned that in 1946 
a total of 6,669 Certificates of Con- 
venience (temporary licenses) were is- 
sued in California. Of these temporary 
licenses 5,272 holders were notified to 
appear for examination; 2,332 failed to 
appear. 

“Tf all of the 2,332 were terminated 
prior to the time they were called for 
examination, it would indicate that one- 
third of all who received temporary li- 
censes lacked what was necessary to 
succeed in this business,” said Mr. 
Baumann. “Yet for a period they called 
upon and attempted to serve the insur- 
ing public. In the case of many of 
them, perhaps hundreds, it is probable 
that the purposes for which they de- 
sired licenses had been accomplished. 
The one-case agents and those who 
desired to write controlled business had 
no further need for the licenses. Is that 
in the best interest of the insuring 
public? Of the 2,940 who did appear 
for the examination, 465, or approxi- 
mately one-sixth, failed it. Nevertheless, 
for some time they had been undertak- 
ing to serve the life insurance needs 
of the people of California. It would 
be pure conjecture to discuss the pos- 
sible harm to the insuring public and 
to our business which resulted from the 
operations of these 465 failures and the 
2,332 who did not appear. Such incom- 


Many Policy Changes 
To Be Made by Jan. 1 


ADOPT CSO MORTALITY TABLE 





Most Companies Changing Guaranteed 
Rate of Interest To Be Used in 
Computing Reserves 





One hundred sixty-seven U. S. Life 
insurance companies, representing 96% 
of total life insurance owned, intend to 
adopt the new CSO mortality table, ap- 
proved in the past two years by the 
state legislatures, the Institute of Life 
Insurance reports. One hundred fifty- 
one of these expect to have completed 
the change by the end of the year. 
These figures cover the 174 companies 
responding to a survey made by the 
Institute. Of these 174 companies, 
seven have not yet taken definite ac- 
tion. ne 

At the same time, the majority of the 
companies are changing the guaranteed 
rate of interest to be used in computing 
reserves, to bring them more in line 
with the lower interest rates available 
on invested’ policyholder reserves. 
While only fourteen of the companies 
answering the survey used interest rates 
under 3% last year, by January 1 
nearly two-thirds of them expect to be 
using 234% or less and several will be 
using 244% and even 2%. 

Adoption of the new Commissioners’ 
1941 Standard Ordinary mortality table, 
made possible by the new legislation, 
will, of itself, have little effect on new 
life insurance premiums, except that it 
will tend to lower the premiums in 
some cases, especially at the younger 


ages. 

As-a_ result of the interest rate 
changes, however, premiums on new 
policies will probably be changed in 
many cases. A lowered interest rate 
tends to increase premium rates all 


along the line. 

In most cases, any premium increases 
that may be shown in the new sched- 
ules adopted to meet these changes, 
will result from the lowered interest 
rates and not from the new mortality 
table. The application of the changes 
will vary widely between companies and 
there will be no uniformity in the new 
premium rates to be adopted. 


Affects New Policies Only 


The new rates will apply, of course, 
only to life insurance written after they 
are put into effect. Existing policyhold- 
ers are not affected by the change. 
Whatever premium changes are ef- 
fected, policy net costs are determined 
by the current mortality experience, in- 
vestment operations and expenses of 
doing business. 

An additional change being adopted 
by most companies is the calculation of 
“non-forfeiture” values under the new 
method provided by the same legisla- 
tion. As a result of both this and the 
lowered interest rates, most new poli- 
cies will probably show larger cash 
values. 





petents should not have been permitted 
to act as life insurance agents and 
the temporary license under which they 
operated was a disservice to the insur- 
ing public, life insurance companies and 
career agents.” 





PENSION TRUSTS 
(Individually Planned) 


1450 Broadway, New York 18, N. Y. 





BROKERS—Increase Your Commissions 
Inquire About Our 


DISABILITY INCOME ($10 A MONTH) 


L. B. LASKO AGENCY 


GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


FAMILY GUARDIAN 
(High Protection—Low Cost) 


Phone: WI 7-0631 
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MUTUAL LIFE ANNUAL AWaAprp 





Silver Cup to be Presented to “Mutual 
Life Field Underwriter of the 
Year” Starting in 1948 

Leading producers of the Mutual Life 
of New York will have a new goal to 
shoot at next year. Beginning in 1948 , 
sterling silver cup will be presented an- 
nually to the representative selected as 
the “Mutual Life Field Underwriter of 
the Year.” The trophy will be «warded 
on the basis of the value of the field 
underwriter to his agency, as judged 
by his participation in agency affairs, as- 
sistant to the other field underwriters, 
introduction of new representatives, and 
other agency activities; his activity and 
work in community and civic affairs: his 
participation in the National Association 
of Life Underwriters; and the amount 
of business he has paid for in relation 
to the number of years he has been a 
field underwriter with the company. 

Jacob W. Shoul, of the Boston agency, 
and nine other past presidents of the 
company’s National Field Club are te- 
sponsible for the new award and the 


‘trophy will be presented by this group 


annually at the meeting of the Top Club, 
an organization composed of thie com- 
pany’s outstanding producers. Besides 
Mr. Shoul, the National Field Club past 
presidents offering the award include 
Morris Largeman, New York; Saimvrel § 
Herwitz, Cincinnati; J. Dudley Miller 
and Robert M. Hirsch, both of Chicago; 
Louis J. Santamarie, Philadelphia; Cor- 
nelius J. McCole, Scranton; Emanuel A 
Hyman, Baltimore; Louis Meister, Hart- 
ford; Herman Lasker, St. Paul. 





TRAINING FOR CASHIERS 





New England Mutual’s New Course Will 
Open Next Week; G. E. Perino 


Serving as Chairman 


A new training course for New Ene- 
land Mutual’s agency cashiers will open 
Monday, November 17, at the home ot- 
fice in Boston under the chairmanship of 
G. E. Perino, company auditor. Company 
executives, department heads and mem- 
bers of the auditing department will lead 
discussions and clinics featuring new 
techniques to be used in serving both 
policyholders and agents. : 

This six-day course is the eighteenth 
in the post-war educational series to 
be conducted by the company for the 
benefit of its field force. 

Those who will attend are: Ann P 
Anthony, Washington; Helen EF. Dean, 
Albany; Joseph Ende, Houston; Gert: 
trude Flaschner, Chicago-Turman; Vi- 
ginia H. Foote, Burlington, Vt.; Lena 
S. George, Kansas City; Katherine i 
Hawes, Jacksonville; Ann Hawk, Colum 
bus, Ohio; Mary Ann Henritze, New 
York-King; Helen E. Kettell, Brooklyn: 
Ruth A. Newhouse, Grand Rapids; 
Norrine M. Schofield, Baltimore; Bertha 
A. Sirois, Portland, Maine; and Adele 
S. Walbaum, Dallas. 


GET COMPANY CERTIFICATES 

The latest fieldmen to be presented 
a New England Mutual-Life “Career 
Underwriter” certificate are Roger 
Schmidt, supervisor in the New \ 
Schmidt agency and Rubin Brucks, § 
New York-Corwin associate. Tiis cer 
tificate, which is awarded to_ members 
of the field force who successiully cont 
plete a comprehensive educati: al and 
sales training course, is now eld by 
more than 400 of the companys Tl" 
resentatives. 

FRANK M. FLYNN DIES 

Frank M. Flynn, 47, Hollywoou repre 

sentative of New England Muttial’s Los 


Angeles-Payton, Dunn and Barc veneré 
agency, died recently as the result of 4 
heart attack. Mr. Flynn, a New ngland 
Mutual associate for more than twent 
years, received his education at Loy? 
University. He was a_membc: cof the 
Knights of Columbus, Hollywow'! Bust 


ness Men’s Club, Hollywood \thletic 
Club, Kino Club and the Chamber “ 
Commerce. 
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Chicago Ass’n Regional Meetings Held 


E. M. Schwemm, E. T. Wheeler, N. F. Capella, M. J. Morris, 
Marie A. Stumb, Harold Stein, Philip M. Hobbs 


Featured on Program 


hlic acceptance of life insurance is 
something which should not simply be taken 
for granted, Earl M. Schwemm, CLU, 
aovucy manager, Great-West Life, and 
president of the Illinois State Association 
of Life Underwriters, told two of the 
regional meetings sponsored by the Chi- 
cago Association of Life Underwriters. 
These meetings were a part of the seventh 
anmial series of regional meetings, being 
held on the north side at the Belden- 
Stratford Hotel, on the south side at 
the Shoreland Hotel and a third on 
the west side at the Graemere Hotel 
rec ntly. 

Mr. Schwemm, who appeared on the 
first two, said “Our predecessors paid a 
tremendous price to gain this public ac- 
ceptance. In this respect we should serve 
the public and the institution of life in- 
surance in such a manner that we, too, 
will know we have made the job easier 
for those who are to follow. Today life 
insurance is the ‘Best sold idea’ in North 
America. In my opinion this shift in publ’c 
eeceptance is the most important change 
in the past twenty-five years in our busi- 
“eT . 

Elmer T. Wheeler of Hollywood Pro- 
dictions opened each of the three meetings 
wth a showing of the movie, “Word 
Magic.” This picture was shown through 
the — of the Aetna Life. 

N Capella, assistant manager, Cal- 
houn pS John Hancock, followed Mr. 
Wheeler, speaking on the subject “Pros- 
or for and Selling of the Smaller 
“states.” 


Sales Technique 


the third number on the program was 

Sales Technique” by M. J. Morris, assist- 
a district manager, Pianowski Agency, 
The Prudential. Mr. Morris stated that 
some are natural born salesmen, but most 
have to learn the job. He stressed the 
four basic steps to a sale: getting atten- 
ion. stimulating interest, creating desire, 
and taking final action. Life insurance 
Should be handled similarly, he pointed out. 
Marie A. Stumb, agent in the Todd 
Agency, Northwestern Mutual Life. talked 
on “Life Insurance is My Business.” There 
are only two fundamental problems, Miss 
Stumb declared. from which all the others 
stem, she stated. First, “will there be time 
enough in which to build capital enough 
to produce income enough when the mo- 
ment arrives at which money at work must 
substit ute for a man at work?” Second, 
If there is money enough will it be secure 
against hazard and human frailty, long 
enough to meet the needs of the benefi- 
ciaries s who are dependent upon it? “Life 
insurance,” Miss Stumb pointed out, “has 
the capacity to do more toward solving the 
above problems than any other device so 
far known to man.” 

Hi; rold Stein. assistant manager, Chap- 
man Agency, Metropolitan Life, told the 


Roun about “Selling Ordinary on the 
Debit pointing out that the debit man has 
every opportunity to write ordinary con- 
tracts, with debit calls serving as a source 
for prospects. There is a great’ deal of 
Service work, often where there is no 
tig y return expected, he continued, 
1 


St service was a tremendous poten- 
lal tor sales. 


_As president of the Chicago Association, 
cae * Smith. CLU, Northwestern Mu- 
tual, inde a few preliminary announce- 
ments before introduc‘ng Mr. Schwemm, 
—— 
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the closing speaker at the first two meet- 
ings. 

Mr. Schwemm said there were two pur- 
poses to his talk, one to make the job 
of selling life insurance easier and the 
second to make the job more fun, that way, 
he added, it would be the ideal business. 

Today, he stated, a life insurance sales- 
man has many silent partners working with 
and for him, and the salesman who does 
not recognize those partners, failing to 
harness their power in his behalf, is like a 
man carrying a heavy load on his back 
with a truck at his side. He pointed out 
that many of those sales allies, such as 
the public acceptance of life insurance, are 
available without cost, while others have a 
price of increased knowledge and the ac- 
ceptance of increased responsibility. 

To a great degree, he continued, present 
day public acceptance has resulted from s. 
better understanding of insurance and i 
uses through inc reased public knowledge of 
the importance of life insurance. This in 
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turn means that the buyer expects and will 
demand more competent service. 

“There is no clear line between business 
matters and other matters,” Mr. Schwemm 
said. “Life insurance is not a thing apart 
in the matter of human finances. Conse- 
quently life insurance salesmen have to 
know a lot of things other than just life 
insurance.” 

Outside Influences 

“Outside influences are going to be more 
responsible for life insurance sales.” These 
are such that we have no control over 
them, he added, and he listed such items 
as tax laws, tax regulations, social and 
economic trends, and the meaning of high 
taxes and low interest. “The important 
thing,” he said, “is not so much a sales- 
man’s capacity for knowledge about life 
insurance, but a capac‘ty to interpret and 


SAUCE 
FOR THE 
GANDER 


Tae LIFE UNDERWRITER who sells income secu. 
rity for his client is entitled to the same thing for 


himself. 


Yet no agent's income is safer than the renewals* 


on which it is based. 


That's another reason more Occidental agents are 
selling Life Insurance in combination with Acci- 


dent & Sickness these days. 


Both the Life Insurance and the Accident & Sick- 
ness stay on the books better when sold in com- 


bination. 


This is noticeable when the policyholder is well 
and healthy. It’s even more noticeable when dis- 
ability cuts off his normal income. 


Combination policies thus insure your renewals 
while they insure the policyholder’s insurance. 


OCCIDENTAL LIFE Insurance Company 


0 Cilifjatnua * V.H. JENKINS, Senior Vice-President 


“We pay lifetime renewals -they last as long as you do”’ 














anticipate outside influences and then to use 
them as the basis for insurance sales.” 
He stated that the good insurance man of 
the future is going to be more of a coun- 
selor than a salesman. 

In turning to the high taxes and low 
interest, he said he felt that they are the 
best selling tools today. “Today the magic 
word is ‘Deferred Income,” he declared, 
“for those who have incomes greater than 
current needs. Life insurance contracts for 
men and women of means will be pur- 
chased in increasing amounts as an invest- 
ment. We will see a lot of insurance pur- 
chased out of capital. Also there will be 
a lot of principal taken off top brackets 
of anestate to buy single premium contracts 
for children.” He said it was necessary 
to annuitize the dollars, continuing “The 
insuring public will become more aware of 
the annuity function of life insurance since 
high taxes and low interest require stag- 
gering amounts of capital to produce com- 
fortable incomes.” 

He pointed to the widening gap between 
pay for men at work and the pay for dol- 
lars at work, with man’s hiring ascending 
and dollar’s hire descending. This is an 
economic situation, he stated, another out- 
side influence, but when properly inter- 
preted makes a wonderful ammunition for 
life insurance sales. He says, “We must 
reverse our thinking as to the income pro- 
ducing power of invested capital and more 
important preach the present economic situ- 
ation to our prospects and clients.” 

He recommended that life insurance 
salesmen become specialists in some line, 
for he added, “When a salesman knows he 
is tops in a given field, he has a powerful 
sales ally as his partner.” But failing to 
become a specialist the next best is making 
one line a hobby. Mr. Schwemm has chosen 
juvenile insurance as his hobby. He said it 
was one of the hottest lines on the market, 
except for mass selling. 

In conclusion he stated, “As our lives 
become more complex due to our money 
economy, laws of taxation, laws of social 
guidance and control, etc., our selling must 
be tuned to these influences. They are our 
natural sales allies, and the salesman who 
makes use of them as such will find the 
opportunities for life insurance selling so 
tremendous that his only real limitations 
will be his mental capacity and physical 
endurance. 

“Thus the future in our business, because 
of the circumstances mentioned will be 
good inasmuch as we are going to translate 
and convert people’s basic desires and 
wishes into economic realities, through life 
insurance.” 

Philip B. Hobbs, agency manager, 
Equitable Life Assurance Society, Chicago, 
and immediate past president of the Na- 
tional Association of Life Underwriters, 
took Mr. Schwemm’s place on the program 
during the third meeting, as Mr. Schwemm 
was leaving on a speaking tour of several 
towns in Illinois. 
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Henry Rogers uncrumpled his hat and sat 
down again in Seat 11, Row 5. His wife put her hand on 
his arm, as if to keep him from leaping up again like a 
jack-in-the-box. 


“Goodness, Henry,” she said, “he can’t hear 
you. You'll ruin your throat. You’d think that was our 
son down there.” 


Henry didn’t answer. He had always felt like a 
second father to the boy. He felt partly responsible— 
in a humble way—for the fact that young Joe Bailey 
was in today’s game. 


Of course, it was really his job. Henry made his 
living as a New York Life agent. Young Bailey’s father 
had been what Henry Rogers called a tough prospect— 
one who knew he should have more life insurance, 
one who could afford it—but one who always said, 

“See me next month, Henry.” 


Yet it was the policy he finally took out which 
actually made it possible for young Joe Bailey to be 
in college. 


Henry Rogers focused his eyes on the field again, 
saw Joe Bailey sweep around end. Henry was up on his 
feet again, yelling. The man next to him nudged him. 


“You can’t score a touchdown from up here, 


mister.” 


“Don’t be so sure about that,” Henry said. 
‘Don’t you be so sure, my friend.” 
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IGNORANCE COSTLY 


others 


INNOCENT 
The world of insurance and 
having business and legal responsibili- 
a vigorous Amen to the 
United States Su- 


preme Court Associate Justice Robert 


ties will say 


comments made by 


H. Jackson who called absurd a deci- 
sion of the court delivered this week 
in which a ruling was made to the ef- 


fect that it is up to a farmer who takes 
out Federal crop insurance to familiar- 
ize himself with the regulations pub- 
lished in “The Federal Register.” 

That publication, consisting of Gov- 
ernment rules, regulations and decisions, 
is a bulky volume which is not read 
by farmers, manufacturers, business 
men and most lawyers, as they have 
other duties which keep them busily 
occupied. As for the Federal Register 
Justice Jackson said in part: “If he 
(the farmer) were to peruse this volu- 
minous and dull publication he would 
never need crop insurance for he would 
never get time to plant any crops.” 

Others who joined Justice Jackson in 
dissent were Associate Justices Doug- 
las, Black and Rutledge. The vote, over- 
ruling a decision of the Idaho Supreme 
Court holding that the Federal Crop 
Insurance Corporation should pay $3,960 
to Merrill Idaho farmers, thus 
stood five to four. 


Bros., 


This seems an opportune time to talk 
about Washington rulings, regulations 
and decisions. Since the New Deal be- 
came effective early in the Roosevelt 
Administration the number of these 
documents has been paralyzing, to say 
nothing of baffling, and lawyers have 
been in despair trying to keep track of 
them. In some of the larger law offices 
an attempt is made to keep en courant, 
but that is only possible by delegating 
to persons in the office the job of doing 
nothing else. The vast majority of the 
law offices haven’t the staff for this. 
Further complications come from letters 
written by Government offices giving 
opinions which really amount to rulings, 
and many distressing situations have 
arisen where able lawyers have volun- 
teered opinions to clients based on what 
they thought was complete knowledge 
of official Washington attitude as they 
received it by letter when it later de- 
veloped that other lawyers had received 
Washington communications on the 





same subject, sometimes from the same 
office, in which opinions were offered 
in direct contradiction to the views of 
the other man. In the case of business 
and corporation insurance, some lawyers 
have given advice which later proved 
to be an incorrect steer because of in- 
complete or conflicting information. In- 
cidents along this line are particularly 
encountered in taxation matters. 

In the Idaho case decided by the 
Supreme Court this week, the issue first 
arose in July, 1945, when most of the 
crop of the Merrills was destroyed by 


drought. The Federal Crop Insurance 
Corporation refused to pay on the 


ground that the destroyed acreage had 
been reseeded. “The Federal Register” 
had published a regulation in which in- 
surance of spring wheat reseeded on 
winter wheat acreage was_ prohibited. 
The Idaho Supreme Court held that the 
Corporation should pay $3,960 to the 
Merrill Bros. The majority opinion of 
the U. S. Supreme Court says: 

The wheat crop insurance regulations 
were binding on all who sought to come 
within the Federal Crop Insurance Act, 
regardless of actual knowledge of what 
is in the regulations or of the hardship 
resulting from innocent ignorance. 


In his comments Justice Jackson said 
that the Federal Crop Insurance Cor- 
poration could not expect farmers “to 
be lawyers, except in rare instances, 
and one should not be expected to em- 
ploy a lawyer to see whether his own 
Government is policy 
which in case of loss would turn out 
to be no policy at all.” 


issuing him a 





Wade G. Bounds, deputy manager of 
the bonding and claim department of the 
Maryland Casualty Co. in its New York 
City office, has announced that under no 
circumstances would he be a candidate 
for reelection as president of the Green- 

. « Pad . . 
wich Village Association. Mr. Bounds 
has made a notable record as president 
of the civic group for two years and 
he had been urged to continue for 
another year. He said that his increased 
duties with the Maryland Casualty and 
his physician’s advice make it necessary 
for him to curtail some of his other 
activities. 

* * * 

Aubrey Harwood, vice president and 
counsel, Pacific Mutual Life, Los An- 
geles, has been named one of the com- 
mittee to consider the revision of the 
California State Constitution. Governor 
Earl Warren made the appointment. 

























JOHN J. SCHUMANN, JR. 

John J. Schumann, Jr., president of 
General Motors Acceptance Corp., and 
a director of General Motors Corp., 
who is a new director of Mutua! Bene- 
fit, began his business career with N. 
W. Harris & Co. in 1903. From 1917 to 
1919 he was assistant executive secre- 
tary and later executive secretary of 
the Distribution Committee of the Lib- 
erty Loan Committee, War Loan Organ- 
ization, Second Federal Reserve Dis- 
trict. His first association with General 
Motors Acceptance Corp. was in 1919 
when he became manager of the finan- 
cial sales department. In 1920 he was 
elected vice president. Since 1929 he 
has been president of General Motors 
Acceptance Corp. He is chairman of the 
board of both General Exchange Insur- 
ance Corp. and Motors Insurance Corp., 
and has been a director of General 
Motors Corp. since November 5, 1934. 


* * * 


A. R. Jaqua has been reelected vice 
president and director of the Institute 
of Insurance Marketing, Southern 
Methodist University. New members of 
the board of trustees of the Institute 
are W. O. Childress, Republic National 
Life; S. E. McCreless, American Hos- 
pital and Life Insurance Co.; James D. 
Edgecomb, John Hancock. 


* * * 


J. W. Randall, president and Esmond 
Ewing, vice president, The Travelers, 
were on a recent tour of the Pacific 
Coast branches of the company’s offices. 

a 


John V. Grimaldi, director, industrial 
engineering division, National Conserva- 
tion Bureau, recently served as a 
member of the President’s Committee on 
National Employ the Physically Handi- 
capped Week. The invitation was ex- 
tended by Secretary of Labor L. B. 
Schwellenbach. Vice Admiral Ross T. 
McIntyre, retired, was chairman of the 
committee. 

ee 

Emmett Ireland, Penn Mutual Life, 
has been elected a director of the 
Wichita Kiwanis Club. 

x oe x 

The Northern Assurance has appointed 
Herbert E. Endicott as state agent for 
Illinois, with headquarters in the Insur- 
ance Exchange Building, Chicago. He suc- 
ceeds Harry E. Johnson, who resigned 
October 1 to go with another company. 
Mr. Endicott has been affiliated with 


the Northern for over twenty years, his 
duties being entirely in the Western 
department. 




























CYRUS C. WASHBURN 


C. Washburn, .resident vice 
president, Preferred Accident in San 
Francisco and a prominent figure in 
Pacific Coast A. & H. circles, will be 
married on Saturday, November 29, to 
Miss Marjory Dickies,n at the First 
Congregational Church, San Francisco. 
* * x 


Cyrus 


Ralph Truby, manager, Guardian Life, 
Fargo, North Dakota, and a member of 
the North Dakota Educational Board, 
was a New York visitor this week. 

* 


B. H. Grubb has resigned as general 
agent at Richmond, Va. for the Pilot 
Life. He plans to enter the Baptist Min- 
istry after taking a course at a theo- 
logical seminary at Louisville, Ky. 

x * * 

H. Harold Leavey, vice president and 
general counsel of California-Western 
States Life of Sacramento, has been ap- 
pointed a member of the State Advisory 
Committee of California Legislature's 
Joint Interim Committee for the revision 
of the State Constitution. The Advisory 
Committee is made up of persons famil- 
iar with constitutional problems of agri- 
cultural, commercial, industrial, employer, 
employee and other groups in California. 
He formerly was assistant tax counsel 
of the California State Board of Equali- 
zation, and served for five years as 
chairman of the Sacramento Regional 
Valley Tax Committee of the California 
State Chamber of Commerce and as a 
member of the Chamber’s Tax and Social 
Security Committees. 

* * * 

Paul Cameron, of the home office staff 
of the Occidental Life of California, was 
one of the nine men awarded the !-egion 
of Honor of the Order of DeMolay inter- 
nationally this year. The bestow:! was 
made by Superior Court Judge William 
McKay. The award was made jor his 
contribution to youth organizations. 

* * x 


George E. Allen, former director «i the 
Reconstruction Finance Corporation, and 
who is with The Kemper Organization, 
has been nominated as a director ol 
Standard Gas Corp. 

: ee 


Ferd Hodde, Northwestern National 
Life, Cincinnati, was recently ele: ted a 
director of the Cincinnati Kiwani+ Club. 


* 


Theodore R. Schueler has Dee! 
elected vice president of the James 5. 
Kemper Agency, Inc., at Chicag: Mr. 


Schueler, manager of the fire ins rance 
division of the Kemper Insurance 
Agency, has been associated wit]: imsut 
ance for ‘twenty years. He join Ps 


James S. Kemper Agency, Inc. in 
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Sir Arthur Morgan Given Lunch 


Sir Arthur E. Morgan, general man- 
ager of London —— which was 
chartered in London i 1 June, 1720, was 
guest of honor at a at given to him 
by insurance men on Monday of this 
week at the Bankers Club. 

Among those who attended the lunch- 
eon to Sir Arthur were these: 


Holgar J. Johnson, president, Institute of Life 
yp sy F, Lafrentz, president, American 
sg Cullen, president, National Surety 
—., S. Myrick, chairman, American Col- 


lege of Life Underwriters, second vice president, 
Mutual Life. 
Oliver Whipple, vice president, 
in charge of investments. 
A. Hohaus, actuary. Metropolitan Life, in 


Mutual Life, 


charze of Social Security. ; 
Col. Franklin D’Olier, chairman, The Pruden- 
tial Insurance Co. 


Gerard S. Nollen, chairman, Bankers Life Co. 
of Des Moines, and president of Life Insurance 
Association of America. 

Bruce E, Shepherd, 
Association of America. 
. G. F, eae, president, Great American 

idemni 

Henri ‘ie 
ance Co, 

Harold Hess, manager, New York Fire Insur- 
ance Exchange 

Col. Howard P. Dunham, vice president, Amer- 
ican Surety. 

_ i chairman, Sterling Offices, Ltd., 

Sir Arthur, who was born in Wales 
and who was originally intended for a 
legal-political career, entered the insur- 
ance field in the South Wales area and 
has heen in the insurance business ever 
since. After being general manager of 
the Guildhall Insurance Co., he went 
with the London Assurance when it 
acquired the Guildhall. He became dep- 
uty general manager of the London 
Assurance in January, 1932, and in 1934 
he was made general manager and sec- 
retary. He was chairman of the British 
Insurance Association in 1943 and be- 
tore that was president of the Insur- 
ance Institute of London. At present 
he is president of the Chartered Insur- 
ance Institute. He was knighted because 
of his services for the British Govern- 
ment during World War II. His serv- 
lees had to do largely with the waging 
of economic warfare and ship warrant 
ay! es. His knighthood was received 
In } 
Oi 


manager, Life Insurance 


president, Constitution Reinsur- 








\rthur explained the great role 
Paved by British insurance in interna- 


tional trade as well as the national 
needs which it meets. The British com- 
Dames operate in every territory in the 
World, excluding Russia, but even in 
the Soviet Republic the companies of 
Britain have reinsurance agreements, 
though limited ones. The contribution 


made } 


»y those companies to global ex- 
Port is vital to the economy of the 


cost ig No one can dispute the re- 
mMarkable record the British companies 
mere made and there is no government 
Ke — would do anything to restrict or 
. the achievements of British in- 
he e wg is there any government 
at we uld interfere with the progress 
its companies. They are vital to 


national economy. 
re is nothing in the record which 


























would imply that we have failed in our 


duty anywhere,” said Sir Arthur, “or that 
we deserve other than governmental aid.” 

Taking up the question of dollar cur- 
rency he said that with the great in- 
crease in premium incomes of the 
British companies there were naturally 
some problems which had to be consid- 
ered. While it would be wrong for him 
to give the impression that unlimited 
dollars in Britain are available, he de- 
clared, at the same time it was appar- 
ent that even in the United States sup- 
ply of dollars is not unlimited. 


Sir Arthur said there was another 
view to take of the international trade 
situation and that was in relation to 
how foreign business is transacted. As 
far as he was concerned he felt that 
his company is under a moral obligation 
so to conduct its business that “we 
shall make the least requirements on 
the British Government that are neces- 
sary. As long as we do that dollars will 
be available as they may be required.” 

Sir Arthur was asked if he would 
discuss the recent British elections, 
which apparently were a setback to the 
labor party; and explain their signifi- 
cance. He said he did not care to pub- 
licly discuss the elections, but he did 
not object to making public some of 
his views on ideologies and the future 
of England. 

“Since being in this country I have 
heard a lot about the private enter- 
prise system, and I have also heard 
some pessimistic views of what may 
happen to that system,” he said. “And 
I have heard and read a great deal of 
what you in this country call the Amer- 
ican way of life. Now, this system of 
private enterprise did not originate in 
the United States, although you have 
gone a long way with the system, and 
the American way of life is closely tied 
up with that system. In England the 
private enterprise system, despite op- 
position to it in some quarters (and 
never inarticulate), will not become a 
historic memory. So many in England 
have a powerful will which will insist 
upon maintaining that system that they 
are bound to exert that will success- 
fully. My own opinion (and it is strongly 
and widely shared) is that Britain will 
emerge from its present crisis im- 
mensely strong, and the big turn in 
the tide may come within two years.” 


Restaurateur Cella Dead 

Christ Cella, famous restaurant owner 
of Forty-fifth Street, New York, is 
dead, and that’s bad news for hundreds 
of insurance men who were patrons of 
his place. Frequently seen there having 
dinner were Robert E. Dineen, Super- 
intendent of Insurance, and Deputy 
Superintendents Walter Martineau and 
Al Bohlinger of the New York Depart- 
ment. 

It was John W. Thomson, retired vice 
president of North America Re., who 
started bringing insurance people to 
Cella’s. Among those he introduced to 
the place were actuaries, home office 
underwriters and medical directors of 





many insurance companies. Then, he 
pulled over from the Waldorf-Astoria 
presidents of a number of Western and 
Southern life insurance companies who 
had been holding meetings of commit- 
tees at the hotel. The place became a 
favorite spot for “Bill” Dallas of the 
Aetna Life; Nelson Bagley and the late 

“Sandy” Perkins of the Travelers, and 
many others from Hartford. The Retail 
Credit Co. took many of its clients there. 

But, mostly, those who made a ren- 
dezvous of Cella’s were literary men, 
newspaper and magazine publishers, ad- 
vertising men and artists. Among regu- 
lars were Jo Davidson, the sculptor; 
Chris Morley and Lowell Thomas, writ- 
ers; Gilbert Miller, theatrical manager 
and gourmet; Gene Tunney, former 
heavyweight champion, and Hilaire Bel- 
loc, famous European literary man. 
When the late H. G. Wells, British 
novelist, was in New York, he fre- 
quently went to Cella’s. 

Cella, 54, born in Placenza, Italy, came 
to this country when a boy and his 
academic education, not much, was in 
a Baltimore public school. He soon went 


on his own; was with Barnum & 
Bailey’s Circus and later traveled 
through Mexico, Russia and Japan, 


working at odd jobs. Returning to Bal- 
timore he became a chef. Cella was a 
remarkably fine interior decorator and 
helped refurbish churches and theatres 
and did some murals for Cornell. His 
cuisine was French and his restaurant 
was a place where persons would go 
at 7 o’clock and sometimes emerge at 
midnight. Many insurance parties were 
held in the place which was located 
between Third Avenue and Lexington 
Avenue. He belonged to the Saints and 
Sinners, was a Mason and a Lion. 
ey 40-8 


Great Night for B. C. Forbes 


Forbes Magazine, publisher of which 
is B. C. Forbes, celebrated its thirtieth 
anniversary with a dinner at the Wal- 
dorf-Astoria Hotel which in many re- 
spects topped anything of the kind ever 
held under the auspices of a business 
publication. Forbes said it was “the 
largest gathering of top flight business 
men” ever held under one roof which 
may be putting it on a little thick as 
I doubt if there were any more top- 
flight executives there than at the din- 
ner of National Association of Manu- 
facturers which Anthony Eden came 
over from England to address and 
which was the largest gathering of the 
type ever held in New York City 
(3,024 diners). 

But, whether Forbes is right in his 
dinner statistics or not no greater 
tribute could be paid to a_ business 
publisher than the turnout which he 
had and the eclat of the occasion. And 
the affair was given additional glamour 
by the fact that Governor Dewey used 
it as a forum for making the most 
important address he has delivered since 
the last national political campaign, an 


address in which he discussed world 
affairs. 

One reason for the extraordinary 
turnout of business notables at the 
Forbes dinner was because many of 
those present had been chosen as 


“Today’s Fifty Foremost Business Lead- 
ers.” Picking persons of distinction for 
honor awards, such as who’s who, is an 
old story in America now, but in the 
case of the Forbes Magazine list the 
ballots were turned in by a large num- 
ber of people in the world of business, 
finance and industry, the magazine sim- 
ply sending out the requests for nomi- 
nations and then recording and an- 
nouncing the results. Those registering 
names of their favorites were chambers 
of commerce, boards of trade, news- 
papers and many individuals who have 
wide acquaintance with the nation’s 
leaders in making the production ma- 
chinery whirl. Only one insurance name 
appeared on the list—Leroy A. Lincoln, 
president, Metropolitan Life. There has 
been no backfire to the publication of 
the names as all on the list are ac- 
knowledged as outstanding in one way 
or another. 

It was a great night for Forbes and 





his magazine. Also, a remarkable tribute 
to business and economics journalism. 

One interesting reaction to the din- 
ner. was in the radical daily paper, PM. 
That publication printed pictures of the 
entire fifty, using a center two-page 
spread under the caption, “The Fifty 
Kings of U. S. Bago ” And none of 
its readers have canceled their sub- 
scriptions. 

a 


The Late John G. Winant 

John G. Winant, 
Hampshire, 
Wash- 
ington, and holder of many other posts, 
including that of Ambassador to the 
Court of St. James, removes from Amer- 
ican life one of its most attractive and 


The recent death of 
former Governor of New 


head of Social Security Board, 


human’ characters. His when 
directing the Social Security Board were 
widely read by insurance men. Discuss- 
ing him a writer in the Herald Tribune 
of New York said: 

“No man had greater reason to review 
the past with pride and _ satisfaction. 
His record as Governor of New Hamp- 
shire was outstanding. From the begin- 
ning he was noted for his liberal views. 
The great problem of Social Security 
in this country will always be stamped 
with his imagination. He developed the 
International Labor Organization and 
strove to bring the ILO to Montreal so 
that it could continue to serve, even if 
the League of Nations went out during 
war. 

“T paced the floor with him when, 
altogether too tired, he decided that he 
would accept the appointment as U. S. 
delegate to the Economic and Social 
Council of the United Nations so that he 
might carry into the world his dreams of 
economic and social justice. 

“For weeks he had been conscious of 
the fact that his health was a growing 
concern, that he felt that there was 
something vitally wrong from which he 
could not recover. Years of working 
night and day during war time—never 
resting, never stopping—had taken their 
toll. And so he sat in his home at Con- 
cord, and in his mind weighed what he 
had accomplished with what he wanted 
to accomplish. The sense of frustration 
and inadequacy closed in on him and 
blacked him out.” 

The writer of this tribute is Clark M. 
Eichelberger who was a close associate 
of Mr. Winant. In concluding the letter 
Mr. Eichelberger said that in every 
sense of the word Mr. Winant was a war 
casualty. 


reports 


* * ok 


“Charley” Cartwright 


Those stories printed some weeks ago 
about “the retirement” of Charles M. 
Cartwright, editor of the National Un- 
derwriter, were written without his con- 
sent. I thought he had finally quit after 
all of those years of activity, an ad- 
vanced age, and an impaired eyesight, 
but when I called up his home in 
Evanston recently for purpose of com- 
ing up and having a cup of tea Mrs. 
Cartwright, always his companion at 
out-of-town conventions, informed me 
that he was at the office. When I ex- 
pressed my surprise she said: 

“He is like a fireman who just can’t 
stay in the engine house when the 
gong strikes. He refuses to stay home. 
He leaves the house about 7 o'clock 
and is in his office before 9 o’clock, 
a routine he has followed for years.” 

This accounts for the fact that after 
the news had been printed about the 
veteran editor’s leaving news gathering 
and editing forever he showed up to 
cover the annual meeting of the Ameri- 
can Life Convention at the Edgewater 
3each Hotel, Chicago. 

But actual retirement will come when 
he has another operation on his eyes, 
soon to take place. In his time he has 
covered not hundreds but thousands of 
conventions. Incidentally, he can write 
as breezily and happily as he ever did 
—both newspaper stories and letters. 
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Holding Hearing on 
Rating in New York 


DINEEN’S BILL IS STUDIED 





Definition of Profit in Insurance Being 
Considered; Mahoney Committee 
Hears Views on Measure 





The New York State Joint Legislative 
Committee on Insurance Rates and 
Regulation opened yesterday a two-day 
hearing at the hearing rooms of the 
Association of the Bar of the City of 
New York. State Senator Walter J. 
Mahoney of Buffalo is presiding and 
the hearing will be continued today. It 
is being devoted to a discussion of rate 
making in the insurance industry. 

The committee is presenting for dis- 
cussion a bill proposed by Insurance 
Superintendent Robert E. Dineen to 
amend Article VIII of the Insurance 
Law, dealing with rates and rating or- 
ganizations. The committee itself has 
not as yet registered its approval or 
disapproval of the bill in its entirety 
or any of its provisions. At the legisla- 
tive session this year generally similar 
bills were introduced in the Senate and 
Assembly but neither passed both 
houses. 

Views on Profits 


One of the leading questions before 
the insurance industry in New York, 
and elsewhere, is the legal definition of 
“profit.” The present New York State 
law, in Paragraph (d) of Section 183 
states there should be a “reasonable 
profit.” Superintendent Dineen, in the 
recent report prepared by Roy C. Mc- 
Cullough of the New York Department, 
supports the principle that profit should 
include both underwriting gains and 
some returns from investments. Fire 
insurance companies have operated in 
the past generally on the theory that 
profit means “underwriting profit” and 
in the last year numerous states have 
adopted rate laws restricting profits to 
underwriting gains; other states have 
retained the broader conception. 

Mr. Dineen is not seeking now to 
change the present law with respect to 
the wording on profits, but rather to 
amend its interpretation. Before the 
New York Insurance Law was recodi- 
fied a few years ago the section on 
rating stated that a rate should produce 
a profit which was interpreted to mean 
underwriting profit. This was changed 
to “reasonable profit” in the code revi- 
sion but there was not pushed the idea 
of including investment income and 
gains, or losses. 

In addition to revisions of parts of 
Article VIII the Superintendent’s bill 
adds two new sections, 186-a and 186-b, 
dealing with joint underwriting or joint 
reinsurance and procedure on orders 
made without hearing. 

Many of the revisions proposed in 
the bill under discussion at the hearing 
are presented as follows: 

Extracts From New Bill 


§ 180. (Definitions). Purpose; defini- 
tions. 1. The purpose of this article is 
to promote the public welfare by regu- 
lating insurance rates to the end that 
they shall not be excessive, inadequate 
or unfairly discriminatory, and to au- 
thorize and regulate cooperative action 
among insurers in rate making and in 
other matters within the scope of this 
article. Nothing in this article is in- 
tended (1) to prohibit or discourage 
reasonable competition, or (2) to pro- 
hibit or encourage except to the extent 
necessary to accomplish the aforemen- 
tioned purpose, uniformity in insurance 
rates, rating systems, rating plans or 
practices. 


This article shall be liberally 





interpreted to carry into effect the pro- 
visions of this section. 


§181. 4. Each rating organization 
shall furnish its rating service without 
discrimination to all of its members and 
subscribers, and shall, subject to reason- 
able rules and regulations, permit any 
authorized insurer, not admitted to 
membership, to become a_ subscriber 
(thereof) to its rating services for any 
kind of insurance or subdivision thereof 
written by casualty or surety insurers 
or for any kind of insurance or sub- 
division or class of risk or a part or 
combination thereof written by fire or 
marine insurers for which it is author- 
ized to act as a rating organization. 
Notice of proposed changes in rules 
and regulations shall be given to sub- 
scribers. The reasonableness of any 
rule or regulation in its application to 
subscribers, or the refusal of any rating 
organization to admit an insurer as a 
subscriber, shall, at the request of any 
subscriber or any such insurer, be re- 
viewed by the Superintendent at a hear- 
ing held upon at least ten days’ written 
notice to such rating organization and 
to such subscriber or insurer. The Su- 
perintendent may, after such hearing, 
issue an appropriate order. 


Powers to Suspend Licenses 

9. The Superintendent may suspend 
or revoke the license of any rating or- 
ganization which fails to comply with an 
order of the Superintendent within the 
time, limited by such order, or any ex- 
tension thereof which the Superinten- 
dent may grant. The Superintendent 
shall not suspend or revoke the license 


(Continued on Page 30) 


Aero Underwriters 
To Cease Writing 


GROUP TRANSFER ANNOUNCED 





Great American to Join Associated 
Aviation Underwriters; Plans of 
Other Companies 





Important changes in aviation insur- 
ance connections are being announced 
this week and others will be forthcom- 
ing in a few days. The Great American 
Group is withdrawing from Aero Insur- 
ance Underwriters as of the close of 
this year and has appointed Associated 
Aviation Underwriters as the aviation 
department for all member companies 
of the group as of January 1, 1948, and 
thereafter. D. deR. M. Scarritt is man- 
ager of Associated Aviation Underwrit- 
ers, long one of the leading aviation 
management groups in this country. 

General Manager G. L. Lloyd of Aero 
Insurance Underwriters, another of the 
big aviation underwriting offices and 
oldest of the main organizations, having 
been organized in 1922, announced this 
week that Aero will write no renewal or 
new business effective on and after 
January 1 but will continue to service, 
until expiration, business in force at 
the end of the year. When all out- 
standing commitments have been ful- 
filled, Aero, “in its present form, will 
be dissolved.” It is expected, however, 
that Major Lloyd and his organization 
of experts will continue as an important 
unit in aviation insurance. 

Groups With Aero 

Other groups affiliated for aviation in- 
surance with Aero Insurance Under- 
writers include the Royal-Liverpool 
Group, North British Group, Phoenix- 
London Group and Northern Assurance. 

J. M. Haines, U. S. general attorney, 
Phoenix-London Group, said this week 
in connection with the Phoenix’s plans 
for writing aircraft lines: “After Janu- 


(Continued on Page 26) 
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From our historical file. 





THE SPRINGFIELD GROUP 


CONSTITUTION DEPARTMENT 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY 


SENTINEL FIRE INSURANCE COMPANY 
MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY 


SPRINGFIELD, MASS, 
SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 

. DETROIT, MICH. 
SPRINGFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 











Mich. Commissioner 
Hits Open Competition 


DETROIT AGENTS HEAR FORBES 





Upholds All-Industry Laws as Provid. 
ing Good Regulation; Poinis to 
Results of Cut-Rate Warfare 





Commissioner David A. Forbes of the 
Michigan Insurance Department ap- 
pealed to members of the Detroit As- 
sociation of Insurance Agents, in a 
luncheon address November 3 at the 
Book-Cadillac Hotel, for full acceptance 
of the principle of broad-scale State 
regulation of rates as provided under 





DAVID A. FORBES 


the already effective All-Industry laws 
enacted by the 1947 Michigan legis- 
lature. 

Conceding that many in_ insurance 
have contended that “competition alone 
would bring about fair rates,” he asked 
the agents if they would go back to the 
period before Michigan regulated fire 
and workmen’s compensation rates. As 
regards fire rates during that period, 
thirty or more years ago, he said “the 
records show that unfairly discrimina- 
tory rates were common.” During the 
period of unregulated compensation 
rates, he said, “the loss ratios were 
so high that the companies you repre- 
sented finally restricted the _ total 
amount of workmen’s compensation in- 
surance premiums they would accept 
from you to 15% of the total casualty 
business that you placed with that 
company.” 

Sane and well-administered rate reg- 
ulation, the Commissioner said, brought 
order out of chaos in those two lines 
and the result was beneficial! to compa 
nies and agents alike, not to mention 
the insuring public. He noted that com- 
petition was not eliminated but dis- 
crimination was. 

“With this experience back of us in 
Michigan in those two fields of insur- 
ance,” he said, “it is proof enough to 
me that competition alone, without rea- 
sonable rate regulation, is not always 
in the public interest as far as rates 


are concerned. 


“If any of the forty-eight Commis 
sioners attempt to base their decisions 
under these acts on_ political expedi- 
ency,” he contended, “state supervision 
is doomed and the justification tor 
Federal regulation will have arrived 

The Commissioner cited the recently 
approved rate increase in many Hf 
classifications as indicative of the att 
tude that all Departments must assume. 
The companies’ request for an increasé 
he said, was closely analyzed over # 
period of months, experience Ww’ 
studied, and the Department eve ntwally 
agreed the increase was justi! fied. 
said thi§ decision always is more iff 


(Continued on Page 26) 
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Eleven CPCU’s in Eastern Area 
Presented Diplomas in New York 


\iere than 250 insurance executives, 
prolicers and guests attended the lunch- 
eon of the Eastern Chapter of_ the 
Society of Chartered Property and Casu- 
alty Underwriters at the Hotel Pennsyl- 
vania, New York, November 6, and 
witnessed presentation of diplomas to the 
following eleven CPCU designees for the 
eastern area: 

teon M. Constant, Rollins, Burdick, 
Hunter Co., New York City; Bernard 
|. Daenzer, superintendent of agencies, 
Security Insurance Co.; Raymond B. 
Ducuid, resident secretary, American 
Mutual Liability Insurance Co., Newark, 
N. J.; J. George Kaplan, CLU, Forman 
& Kaplan, New York; Elisabeth McCain, 
assistant underwriter, Aetna Casualty & 
Surety Co.; Dean W. Merrill, Thoms, 
Merrill & Co., Newark; Donald G. 
Miller, broker, Newark; Frank L. Oakes 
Ir. assistant underwriter, Aetna C. & 
S.: Clyde W. Quick, superintendent, 
bonding department, Aetna C. & S.,, 
Newark; Walter Strauss, special agent, 
Royal-Liverpool Group; John W. Wat- 
son, broker, New York. 

Loman Administers Charge 


In a colorful ceremony, Dean Harry 
|. Loman of the American Institute for 
Property & Liability Underwriters, which 
controls the professional CPCU designa- 
tion through intensive examinations 
given annually, presented the diplomas 
and administered the CPCU charge to 
the designees. 

Edward H. Kingsbury, Royal-Liver- 
pool Group, president of the Eastern 
Chapter, presided over the luncheon 
and introduced the following who were 
at the head table, all of whom are 
officers or trustees of the American In- 
stitute, or officers of other educational 
institutions : 

Thomas H. Sweeney, vice president, 
H. Mosenthal & Son, New York; James 
A McLain, president of the Guardian 
Life Insurance Co., recently reelected 
president of the Insurance Institute of 
America; Arthur C. Goerlich, dean of 
the School of Insurance, Insurance 
Society of New York; Hugh H. Murray, 
Jr, Mutual Insurance Agency, Raleigh, 
N. C.; Dr. S. S. Huebner, University of 
Pennsylvania, chairman of the board of 
the American Institute; Dean Loman; 
H. P. Stellwagen, executive vice presi- 
dent, Indemnity Insurance Co. of North 
America, president of the American In- 
stitute; Harold C. Conick, United States 
manager, Royal-Liverpooi Group; John 
A. North, vice president, Phoenix In- 
surance Co.; Arthur F. Lafrentz. presi- 
dent of the American Surety Co. and 
ot the Insurance Society of New York. 


Introduces Wohlreich 


Mr. Kingsbury also introduced from 
the floor J. Wohlreich, Newark, past 
head of the National Society of CPCU. 
An interested spectator at the event was 
President W. Ross McCain of the Aetna 
Fire Group, whose daughter, Miss Mc- 
Caii was the only woman among the 
de nees. There was a delegation from 
the Newark office of the Aetna C. & S., 
honoring Mr. Quick. One table was taken 
by representatives of the New Jersey 
As iation of Insurance Agents. 

‘cpresenting the National Association 
Or insurance Agents were Secretary 
Frank C. Colridge and Treasurer and 
Assstant Secretary George DuR. Fair- 
lei, in addition to Richard E. Farrer, 
Cl ‘J, educational director who was on 
the .rrangements committee, and Clar- 
ence Rauter, CPCU, assistant educa- 
tic director. 

\\ members of the arrangements com- 
mitice have been awarded the CPCU 
desination. Joseph G. Romans, assist- 
ant manager, inland marine department, 
Roval-Liverpool Group, served as chair- 
“mh of the committee. The other mem- 
ers. in addition to Mr. Farrer, were 
Louis Kortum, resident assistant secre- 


tary, American Surety Co., and H. Earl 
Munz, local agent, Paterson, N. J. The 
committee endeavored to have one 
CPCU or designee at each table, but 
the attendance exceeded expectations 
and additional tables had to be added. 


Represents All Segments 


Mr. Kingsbury reminded the audience 
that the guest list represented every 
segment of the property and casualty 
insurance field and allied interests, em- 
bracing executives, producers, educators 
and the insurance press. 

Dr. Huebner spoke briefly, as did Mr. 
Stellwagen. Dr. Huebner said this gath- 
ering marked the fifth anniversary of 
the founding of the American Institute 
and that while there had been many 
skeptics who thought it ill-advised to 
launch the enterprise in the midst of 
the war years, the results had amply 
justified it. He said the total list of 
fifty-seven who have now won the CPCU 
award is but the vanguard of a much 
larger number who will have the desig- 
nation in the coming years. He said that 
approximately 450 students are now 
taking about 900 different examinations 
and that more than 400 have completed 
some of the examinations. In order to 


Charles L. Miller Dies 


Charles L. Miller, retired vice presi- 
dent of the National Fire of Hartford, 
died November 10 in West Hartford. 
Born on December 3, 1881, at Phillips, 
Ark., he was a law graduate of the 
University of Arkansas. He entered in- 
surance in a local agency at Helena 
and joined the National as a special 
agent in Arkansas. He was transferred 
to Texas and later to the home office. 





qualify for the CPCU designations, the 
student must successfully complete five 
examinations of four hours each as well 
meet rigid requirements as to character 
and experience. 


Ceremony Was Presentation 


Dean Loman said that the ceremony 
was not a conferment but a presentation 
as the legal conferment had been held 
at the annual meeting at Los Angeles. 
Regional presentations were made at 
Los Angeles, Chicago, Indianapolis and 
Philadelphia prior to the New York 
ceremony and similar ones are to be 
held at Dallas, Tex. and Cleveland. 

After the charge had been admin- 
istered, Kenneth C. Bell, vice president, 
Chase National Bank, the principal 
speaker delivered his address which was 
reviewed in last week’s issue of The 
Eastern Underwriter. It was a tribute 
to the force and persuasiveness with 
which he presented his paper that the 
large audience gave him rapt attention. 
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“Service that Helps”. 


| Columbia Casualty Co. ° 
The California Insurance Co. ¢ 





Agents are generally agreed on one phase of company service that can | 
be a very valuable and constructive help to them in their efforts to | 
get and ofttimes to hold business. This particular service is on-the- 
spot assistance from alert, energetic and well-equipped fieldmen. 


The old saying ‘‘Two heads are better than one”’ is often 
demonstrated when there is a tough sales problem at hand and an 
agent can call upon and obtain prompt and effective service from his | 
company’s Special Agent right on the scene of action. This is truly 


The Commercial Union - Ocean Group of Fire and Casualty 
companies, with broad understanding of the agent’s problems, places 
special emphasis on its field organization. It’s Special Agents are care- | 
fully chosen for personality and keenness to serve, and are thoroughly 
trained to be of the most practical help to the producer. | 


Commercial Union Assurance Company Limited | 

The Ocean Accident and Guarantee Corporation, Limited | 
American Central Insurance Co. * Union Assurance Society Ltd. | 
The British General Insurance Co.Ltd. | 





| | 
| Agents who seek to develop an enduring and growing business | 
| will not fail to favor companies whose Field Organization is of the best. 
| 


The Commercial Union Fire Insurance Co. of N. Y. 
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The Commercial Union - Ceean Group 


| HEAD OFFICE e ONE PARK AVENUE ¢ NEW YORK 16,N.Y. 





The Palatine Insurance Co. Ltd. 


NEW N. Y. RULE FOR PREMIUMS 


Regulation Holds, With Some Excep- 
tions, Premiums Shall Be Deposited 
by Producer in Separate Account 
New rules for handling premiums by 
insurance agents and brokers have been 
established by Superintendent of Insur- 
ance Robert E. Dineen of New York. 
Purpose of the new regulation is to facili- 
tate compliance with Section 125 of the 
New York Insurance Law, which pro- 
hibits an agent or broker from mingling 
premium collections with his own funds 

or other funds in his control. 

The regulation requires that, with 
some specified exceptions, all premiums 
shall be deposited by the agent or 
broker upon collection in a separate 
bank account. Disbursements from this 
account are permitted only for remit- 
tance of premiums to the insurers, re- 
turn premiums to assureds or for the 
transfer of the producer’s commission 
to an operating account. 

Voluntary deposits may be made in 
the premium account to guarantee its 
adequacy or to provide for premiums 
which the producer may remit to the 
company in advance of collection. For 
agents operating under the “account 
current system,” maintenance in the 
separate bank account of at least the 
net balance of premiums collected and 
unpaid to the companies shall be con- 
strued as compliance. 

Companies may give “express con- 
sent” to producers to mingle premium 
monies with their personal funds, as 
heretofore. 

Commenting on the new regulation, 
Superintendent Dineen said: “Experi- 
ence has demonstrated that ‘borrowing’ 
by agents or brokers from premium col- 
lections for personal or business pur- 
poses is likely to lead to serious finan- 
cial trouble. Fortunately, abuses of this 
kind are not numerous in proportion to 
the number of agents and brokers li- 
censed by the state, but when they 
occur they reflect on the entire busi- 
ness and often lead to waste and ex- 
travagance. No agent or broker should 
be permitted to finance himself with 
the funds of his clients or companies.” 

An industry committee was composed 
of Mortimer L. Nathanson, chairman, 
and Alex Goldberger, Brokers’ Associa- 
tion Joint Council; Robert Ratliffe, 
Royal-Liverpool Group; E. A. Williams, 
Insurance Executives Association ; Chase 
M. Smith (American), Lumbermens 
Mutual Casualty; A. J. Smith, Zweig, 
Smith & Co.; J. G. Derby, Eastern 
Underwriters Association; Joseph Neu- 
man, New York State Association of 
Insurance Agents; George H. Ort, In- 
surance Brokers’ Association; Albert 
R. Menard, Pendleton & Pendleton, 
Inc.; Michael J. Murphy, Association 
of New York State Mutual Casualty 
Companies; Corey G. Hunter, Mutual 
Insurance Agents Association of New 
York, Inc.; J. W. Rose, New York 
State Association of Insurance Agents, 
and Charles Stulz, Central Bureau. 








Northeastern Plans 
To Reduce Capital Stock 


Stockholders of the Northeastern In- 
surance Co. of Hartford will meet No- 
vember 14 to vote on a recommendation 
of the directors that the capital stock 
of the company be reduced from $1,500,- 
000 to $1,000,000 by reducing the par 
value of each of the 300,00 shares from 
$5 to $3.33. This will release additional 
sums for surplus account. Premiums in 
the fire branch for the first seven 
months amount to $1,917,101 against 
$1,585,203 for 1946 and in the marine de- 
partment premiums for the first seven 
months total $629,601 against $425,982 in 
1946. 





25 YEARS WITH NBM 


George de Gruchy, examiner in charge 
of New York State except suburban 
territory, celebrated his twenty-fifth an- 
niversary with the North British Group 
November 3, and was formerly inducted 
into the ranks of the “Norbrit Guards.” 
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Syracuse Course Graduate Tells 
How He Got Started in Business 


' 


Commendation for the intensive insur- 
ence educational covrse for ex-Gl’s and 
others given at Syracuse University, 
Syracuse, N. Y., these last two years 
under the general leadership of Presi- 
dent A. C. Deisseroth of the New York 
State Association of Insurance Agents 
is expressed by Chas. L. Rowley, Jr., 
member of Swann-Rowley, Inc., local 
agency at Jamestown, N. Y. Young Mr. 
Rowley, a war veteran, attended the 
1946 course at Syracuse University and 
since then has put into practice some of 
the theory handcd to the students by 
the New York Association’s staff of ex- 
pert instructors. 

Writing in the current issue of The 
Hartford Agent of the Hartford Fire 
Group on the subject of getting started 
in the local agency business Mr. Rowley, 
Jr, says that at the conclusion of the 
Syracuse course “we had gone back to 
our respective agencies with a more 
confident attitude toward our chosen 
profession, knowing quite a bit more 
about ‘where to find it.’ 

Should Attend Accredited School 

“I believe every young man about to 
enter the insurance profession should 
take his ‘boot’ training in an accredited 
school. 

“I had been associated with my father 
and his partner for three years when 
war came and already had an agent’s 
license for most lines, but I had more 
or less stumbled around without any set 
plan of attack. An interval of two and 
a half years of world travel with the 
armed forces had left me way, way 
behind on the latest changes that had 
taken place in the business. On my re- 
turn, | groped around for a while for 
some way to gain first-hand knowledge 
of the new scenery that made up my 
civilian job. 

“Holding a full-time job and studying 
on the side is no cinch, | assure you, 
but it can be done. Ever so many young 
fellows have asked me how they can 
get into insurance when they have a 
family and a job they simply can’t leave 
to go into business which for some time 
will not produce a regular pay check. My 
answer is—take a good course first of 
all. 

“But book study alone isn’t enough. 
In our agency, weekly classes of instruc- 
tion were held in charge of various 
special agents. I have often thought 
since that the sessions were held largely 
for my benefit, although I know they 
helped everybody. In addition, I picked 
out the best special agents I could find 
who represented in our office and ap- 
pealed to them. The Syracuse Field 
Club’s book, the Fidelity, Casualty and 
Surety Bulletins and nightly ‘grilling’ by 
public-spirited, patient ‘specials’ gave me 
much that I needed. 

Owed $200 At End of Year 

“To begin with, the agency gave me 
a drawing account each week. I was to 
try to make this up by commissions on 
business I personally would write. The 
balance came from a salary. I was to 
keep track of the hours I put in, sub- 
mitting the total for each day to dad 





at the end of each week. At the end of 
the first year, | owed the agency and 
dad around $200 

“T then took stock of myself by analy- 
zing the situation. The agency I had 
joined was growing... there were only 
six other agents under thirty years of 
age in our city of 43,000... I was badly 
needed for so-called ‘leg work’ even 
if I didn’t sell one single policy. Field- 
men all told me I had an opportunity 
I just couldn’t pass up. I guess I was 
easily sold! I drew more money each 
week in the second year and when the 
record was finally put before me, I 
found that I was a little ahead of the 
game, having a slight credit on the 
books. This was the turning point of 
my career and when I decided I would 
definitely stay with the business. 

“Now I’m really busy keeping abreast 
of things and feel I have just as much 
chance as the next agent in my home 
town to write any and all types of 
business. 

Small Beginnings 

“When I first started as a full-time 
agent, I sent out some 400 letters an- 
nouncing to my friends and_ possible 
prospects that I was now associated with 
my father and his partner in the han- 
dling of all coverages. Out of that 400, 
about twenty-five persons contacted me 
within the first year and I have built 
up lines with each. I found that the 
small lines were never too small and 
often led to larger ones. One chap for 
whom I wrote a $1,000 fire contents 
policy is one of the twenty largest re- 
tail stamp dealers in the country today. 
I write the bulk of his insurance. 

“The young agents of today usually 
knows the true sportsmen in his com- 
munity ,the ardent golfers, yachtsmen, 
and fishermen. Currently, all these en- 
thusiasts should be excellent prospects 
for comprehensive personal liability poli- 
cies. Lists of members of power boat 
oragnizations, yacht clubs, aviation clubs, 
golf clubs, usually are given the agent 
at his mere request. I have found that 
people who think you are showing some 
enterprise, even though they are ig- 
norant about insurance as a profession, 
bend over backwards to give you assist- 
ance. 

Furrier Gives Sales Tips 


“I recently made acquaintance with 
a furrier. We got to talking insurance 
one day and the thought occurred to 
me that he might be able to turn over 
a number of prospects for fur floaters 
to me. I asked him. Honestly, I think he 
was flattered! A few days later a woman 
called and said she wanted to insure 
her fur coat. Inquiring as to why she 
came to our office, she said my friend 
the furrier had referred her to us. And 
my friend has proven to be a friend, 
indeed, sending me many more pros- 
pects for this and other types of cover- 
age. 

“At the outset of my career, I found 
myself writing all sorts of different cov- 
erages. No two days were alike. And, 
as usual with the beginner, I had to 
go back to the office and check the 


GENERAL AGENCY TERMINATED 





Millers National and Ohio Farmers 
Establish Own Eastern Depart- 
ments in Philadelphia 


Announcement has been made to its 
agents of the termination on December 
31 of the E. K. Schultz & Co. general 
agency in Philadelphia. After that date 
the companies which this agency has 
represented, Millers National and_ II- 
linois Fire on the one hand and Ohio 
Farmers and Ohio Farmers Indemnity 
on the other hand, will operate in the 
East through their newly established 
eastern departments. 

Both groups will continue to have of- 
fices in the Manhattan building, Fourth 
and Walnut Streets, Philadelphia. B. T. 
Overand will be eastern manager of 
Millers National Companies with W. L. 
Brookes as assistant manager. George 
S. Valentine, Jr., will be eastern man- 
ager of Ohio Farmers and Ohio Farm- 
ers Indemnity, with A. C. England as 
chief accountant. 

Thomas W. Anderson, president of 
E. K. Schultz & Co., made announce- 
ment earlier in the year of his retire- 
ment on December 31 of this year. E. K, 
Schultz & Co. was organized in 1896 
and celebrated its fiftieth anniversary a 
year ago. 





Producers to Survey Ins. 
For University City, Mo. 


Thomas F. Maxwell, city manager for 
University City, Mo., has announced ap- 
pointment of a special committee com- 
posed of insurance men who reside in 
University City to make a comprehensive 
survey of the present insurance cov- 
erages of the city and to make sugges- 
tions concerning additional insurance or 
a rearrangement of the present program. 

The insurance men selected to serve 
on the survey committee are Theodore 
Harder, W. H. Markham & Co.; Robert 
M. Webb, Well Agency; Paul Schroeder, 
Eggert-Carroll-Schroeder Agency; Jack 
Wightman, Wightman Agency, and 
secretary, Insurance Board of St. Louis, 
and John J. O’Toole, F. D. Hirschberg 
& Company. 

The survey in addition to fire, wind- 
storm, hail and lightning and compre- 
hensive coverages on city building, will 
include liability, boiler, surety bonds and 
automobile insurance, etc. 





OPEN NEW ST. PAUL AGENCY 
The Joseph A. Rogers Co. has been in- 
corporated by Marcus J., Robert M. and 
Florence H. Rogers to conduct a general 
insurance business at St. Paul, Minn. 





manual before sticking my chin out. 
Auto liability was easiest to solicit, but 
I left my personal friends strictly alone, 
figuring they would drift around to me, 
sooner or later. 

“T have done very little cold canvas- 
sing. So-called ‘wedges’ into a good 
prospect’s front door are quite easily 
obtained but I’ve sometimes found this 
can gain more enemies than friends. An 
agent should be known as a ‘necessity’ 
rather than a waster of some one’s time. 

Sincerity of Purpose : 

“Sincerity of purpose is, to my way of 
thinking, the young agent’s greatest 
asset. If he is sincere with every one, 
as well as honest, he will find the same 
qualities in his prospects and customers. 
And brother, beware of the prospective 
customer who isn’t frank and sincere 
with you! Stay away from him! He’s 


.eihter good pay and a poor risk or poor 


pay and a good risk. Neither are too 
desirable and will cause you a lot of 
extra grief. 

“It is my theory that it will pay the 
young agent to cultivate business with 
young men of his own age—the fellows 
who, like himself, are now a step down 
from the top! After all, some day the 
boss’ friends and customers are going 
to retire, leaving the care and worries 
of their business to, the second line of 
defense—and that’s where we will step 
in.” 
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Mutual Fire and Casualty 
. Assns. Elect Officers 


At membership meetings of associa- 
tions of mutual fire insurance and mu- 
tual casualty insurance companies 
which ended in Chicago October 31, the 
following officers were elected: 

Federation of Mutual Fire Insurance 
Cos.: president, C. E. Brookhart, secre- 
tary-treasurer National Mutual, Celina, 
Ohio; vice president, C. E. Nail, presi- 
dent, Lumbermens Mutual, Co., Mans- 
field, Ohio; secretary, A. V. Gruhn, 
American Mutual Alliance, Chicago. 

National Association of Automotive 
Mutual Insurance Cos.: president, John 
L. Train, president Utica Mutual, 
Utica, N. Y.; vice president, C. R. Mc- 
Cotter, president, Grain Dealers Na- 
tional Mutual, Indianapolis; secretary, 
J. M. Eaton, American Mutual Alliance, 
Chicago. 

National Association of Mutual Casu- 


alty Cos.: president, Walter E. Otto, 
president Michigan Mutual Liability, 
Detroit; vice president, A. F. Allen, 
president, Texas Employers, Dallas; 


secretary, J. M. Eaton, American Mu- 
tual Alliance, Chicago. 





N. Y. AGENCY INCORPORATES 

Hanafin Agency of Endicott, Inc., 101 
Washington Ave., Endicott, N. Y., in- 
surance agency, has filed incorporation 
papers with the secretary of state and 
is authorized to issue $75,000 worth otf 
stock. Incorporators are Robert J. and 
Margaret M. Hanafin and Edward E. 
O’Brien. 
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© EASY TASK awaited John McLough- 
lin in 1824 when he assumed his duties 
as manager of the Hudson’s Bay Company 
interests from the Rockies to the Pacific, 
from Russian Alaska to Spanish California. 
During twenty-two successful years the 
Quebec-born trader was the hope and sup- 
port of Oregon country pioneers, king of 
a thousand Canadian trappers and auto- 
crat of a hundred thousand Indians. 
The second quarter of the last century 
was Critical in the history of this vast wil- 
derness, and McLoughlin became its out- 
standing figure. Despite orders to subdue 
the Indians while still inducing them to 
collect furs and to keep the land wild for 
fur-bearing animals by discouraging agri- 





The house is now a treasury of early Oregon relics 
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cultural settlers, his con- 
science and humanity won 
out; it was his generosity to 
American immigrants reach- 
ing his territory in a destitute 
condition that earned him 
his recognition as “Father of 
Oregon.” His encourage- 
ment of agriculture and the 
exportation of lumber, sal- 
mon and flour were of great 
commercial importance at a 
time when the country was looked upon 
merely as a good trapping ground. How- 
ever, his superior’s complaints against this 
policy eventually culminated in an order to 
give no further aid to settlers. In 1846 
McLoughlin resigned rather than obey and 
moved to Oregon City where he became an 
American citizen in 1851. 

His home there, probably designed by 
Dr. McLoughlin himself in a colo- 
nial style adapted to pioneer living 
conditions, was built largely of lum- 
ber hand-hewn on the spot. The 
doors and windows were brought 
around Cape Horn from the East. 
The furniture, silver and china came 
from England. This 
patriarch of the 
Northwest was an 
imposing personal- 
ity, 6 feet 4 inches 
tall, with long white 
locks that had earned 
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The dining room furniture was used by McLoughlin at Fort Vancouver 


him the Indian name of “White Eagle.” In 
his new home he maintained a high stand- 
ard of living for the times and more than 
once reproved the colonists, “Your manners, 
before ladies,” when hats were not removed 
in the presence of his part Indian wife. 

His house now has been moved from its 
original site to a bluff above the river on 
land McLoughlin gave the city for a public 
park. It is administered by the McLoughlin 
Memorial Association, the Municipality of 
Oregon City and the National Park Service. 

The Home, through its agents and bro- 
kers, is America’s leading insurance protec- 
tor of American Homes and the Homes of 
American Industry. 


* THE HOME * 
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Help in Easing 
the 


Capacity Problem 


The resistance of companies, to the flood of offerings of 
larger and larger lines today, results not only from the strain 
on surplus about which we read so much but also from the 
burning rate of our country's property which has reached 
the point where the underwriter is skeptical of almost any 


new offering. 


in his daily contact with the property owner, the agent who 
is informed on fire prevention and protection and does not 
hesitate to use his knowledge, can contribute greatly to a 
reduction in this loss and thus do much to revise the under- 


writers’ point of view. 


The agency plant is the most effective medium through which 


to spread the gospel of conservation of property from fire. 


@ PEARL ASSURANCE COMPANY, LTD. 
@ EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
@ MONARCH FIRE INSURANCE COMPANY 


FART Mel MERLCAN, 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N. Y. 














CLEVELAND, 313 BULKLEY BLDG. NEW YORK, 26 CLIFF ST. 
PHILADELPHIA, 525 CHESTNUT ST. CINCINNATI, 1417 CAREW TOWER 
SAN FRANCISCO, 369 PINE STREET CHICAGO, 175 W. JACKSON BLVD. 





















New Short Rate Table Is Prepared 


_ Rating bureaus in fire, casualty and 
inland marine fields have prepared a 
new short-rate cancellation table for 
countrywide use. Already approved by 
numerous Insurance Departments the 
table does not apply to boiler and ma- 
chinery insurance. It reduces penalty 
charges, the new charge being held to 
a maximum limit of 10% compared with 
20% at six months in the present one- 
year table. The new proposed table for 
one-year policies is as follows: 
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Aero Changes 


(Continued from Page 22) 


ary 1, 1948, whatever aviation business 
we transact will be for our own ac- 
count.” 

The North British Group states that 
it has no announcement to make at this 
time concerning aviation insurance 
plans after January 1. 

It is reported that the Royal-Liver- 
pool Group will go on an independent 
basis on January 1 with Joseph G. 
Romans manager of the new aviation 
department handling agency business. 
He has been with the group many years, 
recently in the inland marine depart- 
ment. C. Fred Blackburn, formerly with 
Aero, will be superintendent. 

Questions dealing with these changes 
include those of whether there is.any 
violation of Federal anti-trust laws by 
virtue of companies combining to make 
rates, general experience of air risks, 
rates for air coverage and foreign com- 
petition. While some companies are said 
to feel there may be some doubt as to 
the status of aviation underwriting 
groups under Federal laws other com- 
panies are confident that due to the 
international character of this insur-. 
ance, aviation should be, and will be, 
considered in the same category as 
ocean marine coverage which enjoys 
certain Federal exemptions. 

Associated Aviation Underwriters 
writes a large volume of aviation hull 
and liability risks and has its home 
office at 90 John Street, New York City. 
Branch offices are located at Atlanta, 
Los Angeles, San Francisco, Chicago 
and Dallas. 

Other groups now represented by As- 
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Proposed Rules 

Following are proposed short rate cancellat'on 
rules for policies with a term other than twelve 
months, that is less than or greater than a year: 

A: policy has been in force for twelve 
months or less, apply the standard short rate 
table for annual policies to the full annual pre. 
mium determined as for a policy written for a 
term of one year. 

. If policy has been in force for more than 
twelve months: 
Determine full annual premium as for a 
policy written for a term of one year. 

y Deduct such premium from the full policy 
premium, and on the remainder calculate the pro 
rata earned premium on the basis of the ratio 
of the length of time beyond one year the policy 
has been in force to the length of time beyond 
one year for which the policy was originally 
written. 

3. Add premium produced in accordance with 
items (1) and (2) to obtain earned premium 
during full period policy has been in force. 

It shall be permissible to use, in lieu of the 
foregoing rule, a table constructed by appl ca- 
tion of the foregoing rule, expressed in terms of 
intervals of not more than five days. 


sociated Aviation Underwriters, which 
was organized in 1929 by interests affili- 
ated with Chubb & Son and the Marine 
Office of America, include the America 
Fore, Commercial Union, Loyalty 
Group, American of Newark, Firemans 
Fund, Glens Falls, Hanover, National 
Fire of Hartford, General Accident, 
London Assurance, London & Lanca- 
shire, as well as such individual com- 
panies as the Alliance Assurance, Fed- 
eral, Marine of England, Merchants 
Fire Assurance, Sea of England 





Michigan 
(Continued from Page 22) 


cult for the supervisory authorities than 
a decision to cut rates, because of the 
adverse reaction of the public. 

“But, if those charged with the re 
sponsibility of reviewing and approving 
or disapproving insurance rates do s0 
on a political basis,” he warned, “then 
state supervision is doomed. * * 

“My conclusion is that, continyent 0” 
proper administration, the public 's well 
safeguarded against inadequate, unread 
sonable and unfairly discriminator) 
rates under the rate regulatory laws 
The agents’ business will not e at 
fected, because reasonable and prope! 
competition can and will be mar:taine’ 
under those laws.” 





CHICAGO AGENTS JOIN BOARD 


The Chicago Insurance Agent: Ass0 
ciation has voted to dissolve anc mers¢ 
its activities in the Chicago B: rd of 
Underwriters, the latter now providing 
for supervision over all forms oi cover 
age except life and ocean marin¢. 
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UiZ you is or quiz you ain't an agent of an America 
Fore Company? If you ain’t, why ain’t you, so you can take advan- 


tage of our National Advertising reaching over 35 million people 


and the tie-in material made available to America Fore Agents ? 
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North British Marks 
138th Anniversary 


ORGANIZED IN EDINBURGH 


Entered United States in 1866 and Has 
Made Steady Progress; Premiums 
Over $11,360,000 Last Year 
Armistice Day ushered in the 139th 
year of the North British & Mercanti‘e 
Insurance Co., Ltd., which began busi- 
ness on November 11, 1809. The first 
home of the company was directly un- 
der the shadow of the ancient church 





DUXBURY 


GEORGE Il 
of St. Giles, Edinburgh, scene of many 
stirring events in Scottish story. The 
company took up its original quarters 
in a flat for which it paid the modest 
sum of £30 ($150) per annum. Since 
those days the volume of business and 
accumulation of assets have attained 
impressive proportions. 

Early in 1866 the question of enter- 
ing United States was considered. By 
August 16 of that year the necessary 


preliminaries having been completed, 
headquarters of the United States 
branch were established at 74 Wall 


Street, New York City. Dabney, Mor- 
gan & Co. (afterwards J. P. Morgan & 
Co.) were appointed financial agents of 
the company. 

The insuring public was quick to 
avail itself of the protection offered by 
the North British and, at the close of 
1867 it was found that for the period 
of seventeen months since the first 
policy was written the premiums had 
amounted to over $175,500, which was 
considered a satisfactory beginning. By 
comparison, the United States branch 
wrote $11,364,039 in net premiums dur- 
ing the year ended December 31, 1946. 

The company is now under the man- 
agement of George H. Duxbury, United 
States manager. Mr. Duxbury’s entire 
business career of thirty-six years has 
been devoted to North British interests. 





American Group Launches 
Educational Program 


The American Insurance Group In- 
augurated its new educational program 
last week with an address of welcome 
by President Paul B. Sommers, to the 
advanced class of employes selected for 
training from the home office in Newark 
and department offices of the group. 

The training program, formulated by 
the educational committee of the Ameri- 
can Group, will be under the general 
supervision of Roy J. Harney, director 
of education. The faculty is composed 
of officers, department heads and techni- 
cal specialists of the companies of the 
group, supplemented by professional ed- 
ucators among whom is Dr. John Fetzer, 
Professor of Insurance at Rutgers Uni- 
versity. 





AFIA Veterans Hold 
Second Annual Meeting 


The Afia Legion, the quarter-century 
club of the American Foreign Insur- 
ance Association, recently held its sec- 
ond annual meeting and dinner in New 
York. Following the meeting members 
attended a performance of the musical 
play “Music in My Heart” at the Adel- 
phi Theater. Three charter members 
were missed because of their absence 
from the United States. General Man- 
ager U. E. Guerrini was in Italy, Secre- 
tary Eric Arpert was visiting the asso- 
ciation’s offices in the Argentine and 
Brazil, and Chief Accountant J. F. 
O’Brien was enroute to Chile. 

Eleven new members, who had com- 
pleted twenty-five years of service with 
the American Foreign Insurance Asso- 
ciation during the past year, were added 


REPLACEMENT COVER IN WASH. 

Rules for writing depreciation insur- 
ance, which has been legalized under 
the new State of Washington insurance 
code is announced by Washington Sur- 
veying & Rating Bureau, October 1, 
concurrent with the effective date of 


the new law. 

The law provides that depreciation in- 
surance (replacement cost without de- 
duction for depreciation) may be writ- 
ten only by endorsement to an existing 
fire policy. 





to the membership which now totals 
twenty-three. 

Officers elected for the current year 
are F. E. Vincent, president; Edith 
McConnell, vice president; Elsie Treen, 
secretary, and Eric Arpert, treasurer. 


HONOR FRANK R. WILLIAM 

Frank R. Williams of the Rk. + ford. 
Ill., office of the Security Insuran. » Com. 
panies, spent the week of Octol.. 27 
the home office in New Haven. | 


at 


recog- 
nition of his forty years of —oryices 
with the Security Group, Mr. lliams 
was tendered a dinner by the o ers of 
the companies and presented ith , 


beautifully engraved wrist wa; 





CHARTER TO RALEIGH ACENCy 


The North Carolina Secreiiry 9; 
State has issued a charter Asso- 
ciated Insurers, Inc., of Raleigh. whict 
proposes to engage in insurance under 
authorized capital stock of  *100,009. 


Hugh Murray, Jr., Martha Murray and 
Harry Randall, all of Raleigi, were 
listed as the incorporators. 
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brokers face a challenging respo nsibility. Shortages of labor and 


material cause unusual delay in the repair or rebuilding of stores 


and plants... higher fixed costs .. . and excellent earnings . . . all 


combine to make the sale of Use and Occupancy insurance of 


first importance. Mercantile, manufacturing and retail establish- 


ments — especially those that earn a substantial portion of the 


year’s income during the fall months and the holiday season — 


need this protection now! 


If you represent a Fireman’s Fund company ask your special 
agent how we help producers write Business Interruption 
insurance, or write to our nearest office for information and 


literature. 





FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE FIREMAN’S FUND 


WESTERN NATIONAL WESTERN NATIONAL 
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HENRY P. WHITMAN RETIRES 





Served 41 Years With Phoenix of Hart- 
ford; Harry G. Fayette and Harry 
M. Sisson Likewise Retire 
Retirement of Vice President Henry 
Pp. Whitman after forty-one years of 
continuous association is announced by 
President George C. Long, Jr., of the 
Phoenix-Connecticut Group of fire com- 
sanies. Similar requests were approved 
for Superintendent of Western Agency 
Accounts Harry G. Fayette and Okla- 
homa State Agent Harry Miner Sisson 
by the directors at their meeting, 

November 3. 

\fr. Whitman was born in Louisville, 
Ky., July 6, 1872, the son of James 
Nicholas and Jane Pirtle Whitman. His 
ancestors were among the first colonists 
of this country. He began his insur- 
ance career as a clerk in 1892, serving 
with the Queen at Louisville and Atlanta, 
and the New York Underwriters Insur- 
ance Company at New York until 1902. 

in 1906 he became associated with the 
Phoenix as special agent for Louisiana 
and Mississippi. In 1909 he was trans- 
ferred to Pennsylvania, covering that 
territory until 1914. On February 22 of 
that year Mr. Whitman went to the 
home office in Hartford as general agent. 
Two years later he was advanced to 
assistant secretary, to secretary in 1923 
and vice president in 1928. He also he 
came vice president of the fire affiliates 
of the Phoenix. 





Decker Asst. Manager of 


Home in San Francisco 


The Home Insurance Co. announces 
that Thomas R. Decker, manager of the 
brokerage department, has been ap- 
pointed assistant manager of the San 
Francisco office under Resident Secre- 
tary Howard A. Reynolds. Mr. Decker 
joined the company on November 1, 
1935, as a special agent in the Phila- 
delphia office. He was transferred to 
the San Francisco office in September, 
1937, in the same capacity. He was 
made assistant manager of the broker- 
age department (then known as the city 
department) on April 1, 1945, and on 
May 1, 1946, was made manager of the 
brokerage department. 

George A. Seawell, who has been 
assistant manager, will assume Mr. 
Decker’s former duties as manager in 
the brokerage department. He went 
with the company in January, 1938, as 
an underwriter in the metropolitan de- 
partment in the San Francisco office. 
He was made special agent in Febru- 
ary, 1946, and elevated again on May 1 
of the same year to the post of assist- 
ant manager of the brokerage depart- 
ment, 





National Fire Transfers 
Burney to Western Pa. 


Vice President Corry of the National 
Fire Group announces transfer of Spe- 
cial Agent G. W. Burney, Jr. to the 


wesiern. Pennsylvania field where he 
will be associated with State Agent 
Sw in Pittsburgh. Mr. Burney is a 
nat of Glastonbury, Conn., and at- 
ten schools there and in Hartford. 
He came associated with the National 
Fire Group in 1938, receiving training 


in ny departments. 
lie served with distinction as a lieu- 


ter in the Air Corps where he re- 
cei the Distinguished Flying Cross, 
Air \fedal with three Oak Leaf Clus- 
ter rr meritorious lead wave bombing 
on |-Day, and two Bronze Stars. 





Leslie A. Arnold Dies 


Lelie A, Arnold, underwriter in the 
occ’ marine department at the Hart- 
tor ire, died on November 6 in Hart- 
tor’ after a short illness. He was 61 
yea:s of age and joined the company at 


_ me office in 1941. Previously he 

Non erved with the Vessel Agency in 

‘ork. Surviving are his wife, two 
1s, 


three grandchildren and a sister. 


NORMAN K. BUTLER DIES 

Norman K. Butler, president of Mc- 
Pherson-Carter Co., Buffalo, N. Y., local 
agency died suddenly at Millard Fillmore 
Hospital last week after being stricken 
at his home. A member of the firm 
since his graduation from Williams Col- 
lege in 1909, he had been secretary- 
treasurer for many years prior to the 
death of the late Ward H. McPherson. 
Following the death of Mr. McPherson 
in 1944, Mr. Butler assumed the presi- 
dency of the company with offices in 
the Marine Trust Building. 


Kansas City F. & M. 
Field Appointments 


William E. Gott has been appointed 
Arkansas state agent for the Kansas 
City Fire & Marine Insurance Company, 
and Thomas F. Williamson special agent 
in Oklahoma. Mr. Gott, before joining 
the Kansas City, was Arkansas state 
agent for Gross R. Scruggs, general 
agents in Little Rock, and for a number 
of years before that was an adjuster for 
the Fire Companies’ Adjustment Bureau. 


LOSS BUREAU OFFICE MOVES 

Expanding activities of the Williams- 
port, Pa., branch office of the General 
Adjustment Bureau, Inc., has necessi- 
tated a change to larger quarters. As 
of November 1, the Williamsport branch 
office is situated in its new location in 
the Susquehanna Trust Building, 120 
West Fourth Street. 





During the war he served with the Army 
in Europe, receiving the Bronze Star 
and Purp'e Heart with cluster. 








ITH furnishings it’s a home. 

Without furnishings it’s only a 
house. And the most modern house 
would be very uncomfortable to live 
in if it were completely empty. 


That’s why it’s so shortsighted to 
insure a house against fire and 
neglect its contents. In some cases 
the contents nearly equal the house 
in value. And scarcely a month 
passes in the average household 


without some new possession .. . 





Affiliated with UNITED STATES FIDELITY AND GUARANTY COMPANY 


Remember as 


.&G. 


is a Home Not a Home? 


clothes, books, furnishings, etc... . 
being added. 


Point out these facts to your clients 
and prospects. Urge them to make 
an inventory of their possessions— 
chances are, they'll be amazed at 
how much it would cost to replace 
those possessions in event of fire. 
Remember, nearly everyone—home- 
owner or apartment dweller—is a 
prospect for contents fire insurance. 


So start now to get your share of 


this business! It’s a real opportunity 
for extra sales. 


P.S. Fire Prevention work as a 
public service is important these days. 
The alert insurance man is the logical 
man to talk Fire Prevention to his 
clients, civic clubs, Chamber of Com- 
merce and friends. You can help 
reduce the fire waste in your commu- 
nily, bul what is more important you 
will save lives, too. “Safety begins at 
home.” Write for our Fire Prevention 
material. 


FIDELITY & GUARANTY 
INSURANCE CORPORATION 


Member: National Board of Fire Underwriters 


| eit als Po 


% * 
HOME OFFICES: BALTIMORE 3, MARYLAND cy 


. in the time it has taken you to read this advertisement 


2, 
“ny inse™ | 


. approximately 


114 minutes . . . a fire of known cause has been reported somewhere in the United States. 
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(Continued from Page 22) 


of any rating organization for failure 
to comply with an order until the time 
prescribed for an appeal therefrom has 
expired or if an appeal has been taken, 
until such order has been affirmed. The 
Superintendent may determine when a 
suspension of license shall become effec- 
tive and it shall remain in effect for the 
period fixed by him, unless he modifies 
or rescinds such suspension, or until 
the order upon which such suspension 
is based is modified, rescinded or re- 
versed. No penalty shall be imposed and 
no license shall be suspended or re- 
voked except upon a written order of 
the Superintendent, stating his findings, 
made after a hearing held upon not less 
than ten days’ written notice to such 
person or organization specifying the 
alleged violation. 

10. Cooperation among rating organi- 
zations or among rating organizations 
and insurers in rate making or in other 
matters within the scope of this article 
is hereby authorized, provided the fil- 
ings resulting from such cooperation are 
subject to all the provisions of this ar- 
ticle which are applicable to filings gen- 
erally. The Superintendent may re- 
view such cooperative activities and 


practices and if, after a hearing, he 
finds that any such activity or practice 
is unfair or unreasonable or otherwise 
inconsistent with the provisions of this 
article, he may issue a written order 
specifying in what respects such activity 
or practice is unfair or unreasonable or 
otherwise inconsistent with the pro- 
visions of this article, and requiring the 
discontinuance of such activity or prac- 
tice. 

11. Any rating organization may sub- 
scribe for or purchase actuarial, techni- 
cal or other services, and such services 
shall be available to all members and 
subscribers without discrimination. 

12. Any rating organization may pro- 
vide for the examination of policies, 
daily reports, binders, renewal certifi- 
cates, endorsements or other evidences 
of insurance, or the cancellation thereof, 
and may make reasonable rules govern- 
ing their submission. Such rules shall 
contain a provision that in the event an 
insurer does not within sixty days fur- 
nish satisfactory evidence to the rating 
organization of the correction of any 
error or omission previously called to 
its attention by the rating organization, 
it shall be the duty of the rating or- 
ganization to notify the Superintendent 


thereof. All information so submitted 
for examination shall be confidential. 


Service or Advisory Bodies 


2. If, after a hearing, the Superin- 
tendent finds that the furnishing of 
such information or assistance involves 
any act or practice which is unfair or 
unreasonable or otherwise inconsistent 
with the provisions of this article, he 
may issue a written order specifying in 
what respects such act or practice is un- 
fair or unreasonable or otherwise incon- 
sistent with the provisions of this ar- 
ticle, and requiring the discontinuance 
of such act or practice. 

3. No insurer which makes its own 
filings nor any rating organization shall 
support itis filings by statistics or adopt 
rate making recommendations, furnished 
to it by an advisory or service organiza- 
tion which has not complied with this 
section or with an order of the Super- 
intendent involving such statistics or 
recommendations issued under subsec- 
tion two of this section. If the Super- 
intendent finds such insurer or rating 
organization to be in violation of this 
subsection he may issue an order re- 
quiring the discontinuance of such vio- 
lation. 

(e) Risks may be grouped by classi- 
fications for the establishment of rates 
and minimum premiums. Classification 
rates may be modified to produce rates 
for individual risks in accordance with 









Things you should 
NO7 forget... 


1. There’s an upswing in the sale of jewelry... 


2. Fur sales are booming as a result of the in- 


creased advertising efforts of merchants... 


3. Christmas “gifting” will probably send jewelry 
and fur sales to an all-time high... 


4, Here is an active market which is creating 
excellent prospects for Jewelry and Fur poli- 
cies—a market which will be especially active 


during November, December and January. 


What better time could there be for you to concentr 
on selling Jewelry and Fur insurance? 


A policy tab, “Hints on how to prolong the life of your 
furs” and a jewelry folder, ‘“Tomorrow’s pleasure demands...” 
are supplied to Royal-Liverpool agents. Sample copies 
available on request to Advertising Department. 
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rating plans which establish standards 
for measuring variations in hazards or 
expenses provisions, or both. Such 
standards may measure any differences 
among risks that can be demonstrated 
to have a probable effect upon losses or 
expenses. 

3. The systems of expense provisions 
included in the rates filed by any casy- 
alty insurance rating organization for 
use by any insurer or group of insurers 
may differ from those of other ir:urers 
or groups of insurers to reflect the re- 
quirements of the operating methods of 
any such insurer or group with respect 
to any kind of insurance, or with respect 
to any subdivision or combination 
thereof for which subdivision or com- 
bination separate expense provisions 
are applicable. 

6. Statistical plans and rules shall be 
promulgated for the recording and re- 
porting of expense experience on a 
countrywide basis. Such rules and plans 
may also provide for the recording and 
reporting of expense experience items 
which are specially applicable to this 
state and are not susceptible of deter- 
mination by a prorating of countrywide 
expenses experience. 

Filing of Rates 


3. Nothing herein contained shall be 
construed as requiring any insurer to 
become a member of or subscriber to 
any rating organization. Except to the 
extent necessary to meet the provisions 
of paragraphs (b) and (c) of subsection 
one of section one hundred eighty-three, 
uniformity among insurers in any mat- 
ters within the scope of sections one 
hundred eighty-three and one hundred 
eighty-four is neither required nor pro- 
hibited. 

4. The Superintendent shall review 
filings as soon as reasonably possible 
after they have been made in order to 
determine whether they meet the re- 
quiremnts of this article. When a filing 
is not accompanied by the information 
upon which the insurer supports such 
filing, and the Superintendent does not 
have sufficient information to determine 
whether such filing meets the require- 
ments of this article, he shall require 
such insurer to furnish the information 
upon which it supports such filing and 
in such event the waiting period shall 
commence as of the date such informa- 
tion is furnished. The information fur- 
nished in support of a filing may include 
(1) the experience or judgment of the 
insurer or rating organization making 
the filing, (2) its interpretation of any 
statistical data it relies upon, (3) the ex- 
perience of other insurers or rating or- 
ganizations, or (4) any other relevant 
factors. Subject to the exceptions spe- 
cified in subsection eight of this section, 
each filing shall be subject to a waiting 
period of fifteen days, which period may 
be extended by the Superintendent for 
an additional period not to exceed fif- 
teen days if he gives notice within such 
waiting period to the insurer or rating 
organization which made the filing that 
he needs such additional time for the 
consideration of such filing. The Su- 
perintendent may authorize a filing that 
he has reviewed to become effective 
before the expiration of the waiting pe- 
riod or any extension thereof. A filing 
shall be deemed to meet the require- 
ments of this article unless disapprove 
by the Superintendent within the wait- 
ing period or any extension thereof. A 
filing and any supporting information 
shall be open to public inspection after 
the filing becomes effective. 

5. If within the waiting period or any 
extension thereof as provided in_s ibsec- 
tion four of this section, the Swperin- 
tendent finds that a filing does no. meet 
the requirements of this article, iv shall 
send to the insurer or rating or: \miza- 
tion which made such filing, » «itten 
notice of disapproval of such filir: spe 
cifying therein in what respects h> finds 
such filing fails to meet the re uire- 
ments of this article and statin that 
such filing shall not become effect ve. 

Specific Rates 

8. Specific inland marine ra’ 
risks spectally rated and any spe 
ing with respect to a surety or guoramty 
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bond required by law or by court or ex- 
«ive order or by order, rule or regu- 
jation of a public body, not covered by a 
ious filing, shall become effective 
‘ .n filed and shall be deemed to meet 
requirements of this article until 
time as the Superintendent reviews 
filing and so long thereafter as the 

- remains in effect. 

Under such rules and regulations 

e shall adopt the Superintendent 

by written order, suspend or 
lify the requirements of filing as to 
- kind of insurance, subdivision or 
hination thereof, or as to classes of 
s, the rates for which cannot prac- 
bly be filed before they are used. 
Sich orders, rules and regulations shall 
be made known to insurers and rating 
oreanizations affected thereby. 
Agreements may be made among 
insurers with respect to the equitable 
pportionment among them of insurance 
which may be afforded applicants who 
in good faith entitled to but are un- 
able to procure such insurance through 
ordinary methods and such _ insurers 
may agree among themselves on the use 
of reasonable rate modifications for 
such insurance, such agreements and 
rate modifications to be subject to the 
approval of the Superintendent; pro- 
vided, however, the provisions of this 
subsection shall not be deemed to apply 
to workmen’s compensation insurance. 

11. Any member of or subscriber to 
a rating organization may appeal to the 
Superintendent from the action or deci- 
sion of such rating organization in ap- 
proving or rejecting any proposed 
change in or addition to the filings of 
such rating organization and the Super- 
intendent shall, after a hearing held 
upon not less than ten days’ written no- 
tice to the appellant and to such rating 
organization, issue an order approving 
the action or decision of such rating 
organization or directing it to give fur- 
ther consideration to such proposal, or, 
if such appeal is from the action or de- 
cision of the rating organization in re- 
jecting a proposed addition to its filings, 
he may, in the event he finds that such 
action or decision was unreasoanble, is- 
sue an order directing the rating or- 
ganization to make an addition to its 
filings, on behalf of its members and 
subscribers, in a manner consistent with 
his findings, within a reasonable time 
after the issuance of such order. 

If such appeal is based uopn the fail- 
ure of the rating ‘organization to make 
a filing on behalf of such member or 
subscriber which is based on a system 
of expense provisions which differs, in 
accordance with the right granted in 
subsection three of section one hun- 
dred eighty-three, from the system of 
expense provisions included in a filing 
made by the rating organization, the 
Superintendent shall, if he grants the 
appeal, order the rating organization to 
make the requested filing for use by the 
appellant. In deciding such appeal the 
Superintendent shall apply the stand- 
ards set forth in subsection one of sec- 
tion one hundred eighty-three. 

85. CI Deviations 

SJ. largin ivi : 
deviate ging or receiving of rates; 
Any insurer which is a member of 


or subscriber to a rating organization 
. make written application to the 


rintendent for permission to file a 
uni orm percentage deviation to be ap- 
Pic. to the premiums produced by the 
ra system filed by such rating or- 
tion for a kind of insurance, or 
class of insurance which is found 
e Superintendent to be a proper 
_unit for the application of such 
tion, or for a subdivision of a kind 
urance (1) comprised of a group 
‘anual classifications which is 
d as a separate unit for rate mak- 
In 'rposees, or (2) for which separate 
s€ provisions are included in the 

of the rating organization. In 
asé of fire insurance companies 
application may be made for a 
ion. from the class rates, sched- 
rating plans or rules respecting 
ind of insurance, or class of risk 
vitiin a kind of insurance, or combina- 
tion thereof. Such application — shall 


an 
Wit 


specify the basis for the modification 
and a copy thereof shall also be sent 
simultaneously to such rating organiza- 
tion. 

The Superintendent shall set a time 
and place for a hearing at which the 
insurer and such rating organization 
may be heard and shall give them not 
less than ten days’ notice thereof. In 
the event the Superintendent is advised 
by the rating organization that it does 
not desire a hearing he may, upon the 
consent of the applicant, waive such 
hearing. In considering the application 
for permission to file such deviation the 
Superintendent shall give consideration 


to the available statistics and the prin- 
ciples for rate making as provided in 
section one hundred eighty-three. The 
Superintendent shall issue an order per- 
mitting the deviation for such insurer 
to be filed if he finds it to be justified 
and it shall thereupon become effec- 
tive. He shall issue an order denying 
such application if he finds that the re- 
sulting premiums would be excessive, in- 
adequate or unfairly discriminatory. 
Each deviation permitteed to be filed 
shall be effective for a period of one 
year from the date of such permission 
unless terminated sooner with the ap- 
proval of the Superintendent. 


CANADIAN FIRE LOSSES UP 

Fire losses in Canada for September 
were almost double those for the same 
month last year and, as a result, losses 
for the nine months were up almost 
$4,000,C00 over the like 1946 period. This 
is revealed in the report for the first nine 
months just issued by Monetary Times. 
September’s losses were placed at $4,352,- 
310 compared with $2,456,900 for the like 
1946 month; while for the nine months 
losses are estimated at $47,416,460 com- 
pared with $43,771,455 in the same period 
of last year. 
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With enviable amounts of treasure un- 
der and above ground, the Treasure State’s 
future gleams as brightly as the sapphires she has mined 
since 1896 when a sheepherder gathered blue pebbles 
from a gopher hole. Fine metals are woven into the history of 
Montana, whose motto is “Gold and Silver,” whose gold dis- 
coveries brought needed settlers, whose capital changed with each 
new discovery. Among her treasures are Butte, boasting the world’s larg- 
est copper mine; spectacular Glacier National Park, great lumber forests; million- 





wis 


dollar crops of Christmas trees; our largest forestry nursery; grain harvests from ,, Waa 


the lush Gallatin Valley; and much oil, coal, zinc, and arsenic. Where vast herds of 
buffalo roamed, cattle and sheep now fatten on the buffalo grass. Modern trains 
bring dude ranchers over old trails to the splendor of Montana’s Rockies and her ia 
hospitable ranches. Planned water development promises an even brighter 
tomorrow. Planned prospecting is suggested for insurance men. 
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RICHMOND INSURANCE CO. of New York . 
THE WESTERN ASSURANCE CO., U. S. Branch. 
THE BRITISH AMERICA ASSURANCE CO., U. S. Branch Incorporated 1833 
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Garage Owner Liable for Damage 
By Auto on a Public Highway 


The Onondaga Farm Bureau owned 
, 1941 Buick which it assigned to the 
use of an employe, James Foster, to 
carry out duties assigned to him. On 
September 19, 1946, Mr. Foster took 
the car to the repair garage of George 
McMann in Syracuse, N. Y., to have 
the front wheels aligned. McMann 
parked the car on an inclined entrance 
to the garage, setting the emergency 
brake, and instructed an employe to 
align the car’s front wheels. 

Later in the day, about 3:30 p.m., 
this employe moved the car to another 
entrance, beyond which was located a 
Weaver aligning machine. In using this 
machine the car is placed upon it by 
the car’s own power, being driven up 
a pair of steel ramps some three to 
four feet long and leading to the tracks 
of the machine. 


Car Rolls Into Street 


Mildred Blake was riding in the front 
seat of her own car at this time, past 
the garage, which was located on the 
west side of South McBride Street. 
Mrs. Blake’s car was being driven north 
on that street by her son. Cars were 
parked on the east side of the street. 
Ahead of the Blake car was another 
car which was slowing down for the 
stop sign. The Blake car slowed down 
to about fifteen miles an hour. 

As it came opposite the northern 
entrance to the garage, the bureau’s 
car backed out of the garage without 
an operator in it and ran into the left 
rear of the Blake car, causing damage 
for which the owner sued the chair- 
man of the Farm Bureau, which is an 
unincorporated association of seven or 
more members, and also McMann. 

The bureau’s defense was that dam- 
age, if any, was caused by no act of 
its agents or employes and that the 
car was not being operated by anyone 
to bring it within the purview of sec- 
tion 59 of the New York Vehicle and 
Trafic Law. 

The Municipal Court of the City of 
Syracuse, Blake v. Salmonson, 188 
Misc. 97, 67 N. Y. S. 2d 607, found 
the case to be an unusual one, because 
of its circumstances. Section 59 imputes 
liability to the owner of a car being 
operated on a public highway. “The 
presence of a car on the public highway 
does not necessarily imply that it is 
heing operated,” the court. said. 

“It necessarily implies the agency of 
a rational being with the intent to carry 
the activity through to the accomplish- 
ment of the original purpose of moving 
or operating. In the instant case the 
Buick car was on the aligning machine, 
motor ff, break set, no one in it and 
the car rolled back and into the street. 
Clearly it was not being operated at 


the tir that the motion commenced, 
_ was it intended to be operated at 
that time, 


Nevligence Occurred on Private 
Property 


“Nor was it an operation such as is 
Contemslated under Section 59 of the 
Vehicl _and Traffic Law. The negli- 
sence, -' any, occurred not on a public 
highway but on private property. It 
cannot be presumed that the bureau 
‘ver contemplated that its car would 
2€ periiitted to be projected into the 
‘treet in the manner described. The 
Situation is apparently one of those ex- 
‘eptions contemplated by the court in 


the case of Zuckerman vy. Parton, 260 
N. Y. 446, 184 N. E. 49. 

“A garage as such is not a public 
highway: The accident, if it had hap- 
pened within the garage, would not 
have made the bureau liable under the 
section mentioned. Sylvester v. Brock- 
way Motor Truck Corp., 232 App. Div. 
MA: 20 No Ye So SS 

When the car rolled out beyond the 
west curb of South McBride Street, 
did the owner become liable under the 
statute the court asked. The court 
could find no case exactly in point on 
this question. But, the court added, “it 
must be noted that until an instant be- 
fore the impact no one was operating 
the car nor was it in operation such 
as is contemplated under the law. 

“The garage mechanic ran alongside 
the car and after it rolled into the 
street opened the left door, jumped in 


behind the wheel and applied the foot 
brakes bringing the car to a stop. The 
bureau cannot be considered as con- 
templating that the car would be al- 
lowed to roll out of the garage and 
to have given its consent to such an 
unusual course of conduct. 

“This court is of opinion that Section 
59 of the Vehicle and Traffic Law does 
not apply to the situation presented 
here. That being the case, the common 
law controls. The relationship existing 
is that of a bailor and bailee. The 
bailee is an independent contractor and 
the owner is not liable for the bailee’s 
acts or the acts of the latter’s work- 
men who may be negligent and cause 
injury to another. 

“From the weight of credible testi- 
mony the court is of the opinion that 
the plaintiff was free from any negli- 
gence causing or contributing to the 
accident. 

“The court finds that the defendant, 
McMann, was guilty of negligence 
which caused the accident.” 

There was a verdict for the plaintiff 
against McMann for $197.25 with costs, 
and a verdict of no cause of action in 
favor of the defendant Salmonson and 
against the plaintiff with costs. 


ALBERT DENTI DIES 
Albert Denti, 71, former insurance 
agent of Rome, N. Y., died there re- 
cently after a short illness. He had re- 
sided in Rome for forty-three years. 








THROUGH THE YEARS 








WITH APPLETON & COX 











fh () iN 


WM 


COMPLETION OF THE PANAMA CANAL 


As long ago as 1492 when Columbus sailed 
to discover a westward passage from 
Europe to Cathay, traders realized the im- 
portance of an all-wafer route around the 
world. First thought was given to an inter- 
oceanic highway by Charles V in 1523, but 
it was not until 1904 that the Hay-Bunau- 
Varilla treaty with Colombia cleared the 
way for the construction of the Panama 
Canal. Connecting the Atlantic and Pacific 
Oceans where the Continental Divide dips 
to one of its lowest points, the canal stretches 
40 miles from shoreline to shoreline. The 
thanks of Congress and the praise of the 
entire world on the completion of this 
gigantic task went to Col. Goethals and the 
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army engineers with whom he worked and 
to Col. Gorgas who, as chief sanitary officer, 
established sanitary conditions on the 
Isthmus, without which an enormous sacri- 
fice of life would have resulted. 

* * © 


Like many other great works, the Panama 
Canal was a short cut created to save time 
and money. Marine underwriters also are 
constantly studying policies and new forms 
of coverage to create “short cuts” to better 
service to agents, brokers and assureds. 
Feel free to consult Appleton & Cox at any 
time — they probably have the answer to 
your marine risk problems. 





Appleton & Cox 



























Whiskey Values Rise as 


Production is Discontinued 
Production of whiskey and beverage 
alcohol from grain came to a nation- 
wide close late last week, when one dis- 
tillery, at Bardstown, Ky., which had 
continued in operation, following the 
close down on May 25, ceased opera- 
tions. This distillery had been enjoined 
by a Louisville court to operate and 
supply holders of contracts with con- 
tract whiskey. 

There will be no demand for new 
whiskey insurance for sixty days. There 
may be some demand for additional cov- 
erage on whiskey now in warehouses, 
due to advancing values. However, there 
is no shortage of whiskey, none in pros- 
pect and not much excuse for rising 
markets, but five year and older whiskies 
are up $1.50 to $2 a gallon over prices 
in effect two or three months ago; and 
most whiskey is up from 25 cent to 75 
cents per gallon, according to brokers 
and dealers, but with no advance in 
wholesale prices so far. 

Stocks in bond, April, 1942, were 517,- 
000,000 gallons for an all time high 
record. Government figures on Septem- 
ber and October, 1947, production are not 
yet available. As of August 31, 1947, 
there were 471,273,157 gallons of liquor 
in bond. It is believed that in the past 
two months enough was produced, over 
that withdrawn, to easily bring stocks 
to 500,000,000 gallons, which is generally 
considered to be saturation point. 


North Star Plans to 


Increase Capital Stock 


Stockholders of the North Star Re- 
insurance Corp. will meet on Monday, 
December 8, to vote on a proposal to 
increase the capital stock and authorize 
a new class of stock consisting of 30,000 
shares of $4 dividend non-cumulative 
preferred stock of $10 par with a re- 
demption and liquidating price of $100 a 
share. Nearly all the present stock of 
North Star is owned by the General Re. 








COLLISION RATES REDUCED 


The Automobile Club of Southern 
California has announced that, effective 
November 1, it has reduced rates for 
collision coverage on automobiles, ap- 
plicable to all five types of policies 
written. The reduction ranges from 7% 
to 20% and depends on the make of 
car, age of car and condition. The new 
rates are applicable to both new and 
renewal business. 

Officials of the club state that the re- 
duction is the result of a study of the 
experience factor, which shows a more 
favorable aspect now than for some 
years. 





AUTO CLAIMS ASS’N MEETS 

The Automobile Claims Association 
held its regular monthly business meet- 
ing yesterday in New York City. 


Lloyd’s Trust Fund 


(Continued from Page 1) 





except with the written consent of the 
American trustee— 

“(a) The trusts can neither be varied 
nor modified nor a closing date de- 
clared prior to December 31, 1967. 

“(b) The trusts cannot be revoked 
prior to December 31, 1967, and only 
then if Great Britain is not engaged in 
war with a European power. 

“A further amendment provides that 
the trustee shall always be a bank or 
trust company organized under the laws 
of the United States of America or any 
state thereof and shall be a member of 
the Federal Reserve System in the 
United States of America.” 

This fund receives premiums under 
dollar policies written by Lloyd’s mem- 
bers on United States business and is 
not subject to withdrawals for payment 
of losses under policies in other cur- 
rencies of non-United States dollar in- 
surances. 
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N. J. Casualty Men Hear 


Fred A. Hartley, Jr. 


EXPLAINS TAFT-HARTLEY LAW 








Congressman Says Act Is Not Perfect 
But Has Curbed Abuses; Well 
Attended Luncheon 





Fred A. Hartley, Jr., Congressman 
from New Jersey and co-author of the 
Taft-Hartley law, was the guest speaker 
at the monthly luncheon meeting No- 
vember 10 of the Casualty Underwriters 
Association of New Jersey, held in 
Military Park Hotel, Newark. Because 
of the prominence of the speaker and 
the importance of his message, “An 
Explanation of the Taft-Hartley Law,” 
the meeting was one of the best at- 


tended this year with practically every — 


casualty-surety company in the associa- 
tion represented. 

Mr. Hartley declared that if insur- 
ance companies or any other industry 
had abused their privileges to the same 
extent as have some labor organiza- 
tions, the press and the public would 
have risen up in arms against them. 
Under the Taft-Hartley law, he said, 
such abuses have been curbed, and in 
particular, the closed shop has been 
abolished. 

At the outset the Congressman ex- 
plained that the law is not perfect. But 
he believes that it is. accomplishing its 
purpose in correcting abuses. Further- 
more, he said, it is giving management 
an opportunity to sit down with labor 
and confer in good faith on wages, 
hours, working conditions, and ques- 
tions arising under existing agreements. 
Both the employer and the union have 
a mutual obligation to do so, but this 
obligation does not compel either party 
to agree to any proposal or to make 
any concession. 


Secondary Boycotts Prohibited 


One of the evils which Mr. Hartley 
felt would be corrected by the new 
law is the secondary boycott. By way 
of illustration he told the story of a 
woman in California who raised turkeys 
on her farm and who was aided by her 
neighbors in plucking and dressing the 
birds preparatory for the market. The 
teamsters’ union refused to handle her 
birds because they had not been plucked 
by union members. 

The speaker went on to say that the 
Taft-Hartley law also corrects the situ- 
ation where a union member is expelled 
from his union because he publicly dif- 
fered with its officers. Under provisions 
of the law the only grounds for expul- 
sion today is non-payment of dues. 

Furthermore, the law prohibits use of 
union funds for political purposes, but 
this section of the act, Mr. Hartley 
explained, does not encroach upon the 
rights of either individual members or 
officers of a union to engage in political 
activity provided they do so as _ indi- 
viduals. 


Curb on “Featherbedding” Practices 


Among features of the Taft-Hartley 
law: (a) it aims to curb uneconomic 
and wasteful “featherbedding” practices 
which force an employer to hire unnec- 
essary men to be idle or to fritter away 
their time in performing useless or un- 
wanted work. Congress has made it 
an unfair labor practice for a union to 
attempt to cause an employer to pay 
“anything in the nature of an exaction 
for services which are not performed or 
not to be performed.” (b) In the Taft- 
Hartley act the word “strike” is broadly 
defined as “any concerted stoppage of 
work” or “any concerted slowdown or 
other concerted interruption of opera- 





CASUALTY ACTUARIES CONVENE 





Society Holding Annual Meeting Today; 
President Haugh and Secretary 
Fondiller on Program 

The annual meeting of the Casualty 
Actuarial Society is being held today, 
November 14, at the Biltmore Hotel in 
New York City. The schedule for the 
morning session calls for the report of 
Secretary-Treasurer Richard Fondiller, 
admission of new fellows and associates 
and election of officers and three mem- 
bers of the council 

President Charles J. Haugh, secretary, 
Travelers Insurance Co., was to deliver 
his presidential address and two formal 
papers have been submitted to Emma C. 
Maycrink, editor of the proceedings, and 
probably will be presented to the meet- 
ing. 

Following luncheon, the meeting was 
to be reconvened and the topic for in- 
formal discussion was “Problems of Rate- 
prong Under New Rate Regulatory 
Laws. 


New Capital Stock Sold 


Massachusetts Bonding has an- 
nounced that 96,406 shares of its new 
capital stock, out of the total offering 
of 100,000 shares recently made avail- 
able to stockholders, have been sold 
through the exercise of subscription 
warrants which expired on November 6. 
The remaining 3,594 shares have been 
purchased and sold by an underwriting 
group headed by Geyer & Co., Inc., 
bank and insurance specialists at 67 
Wall Street, New York. 


FORM INDEPENDENT BUREAU 

Representatives of independent casu- 
alty carriers are seeking to perfect 
plans for setting up their own rating 
bureau at Lansing, Mich., as an out- 
growth, of passage by the 1947 legisla- 
ture of the All-Industry rate regulatory 
laws. Five members of the nine-member 
board have been chosen to represent 
Michigan members of the organization, 
known as the Michigan Bureau of Casu- 
alty Insurers. 











tions” by workers. (c) A boycott under 
the new law is defined as a “concerted 
refusal” by workers “in the course of 
their employment,” to handle or work 
on any goods, materials or commodities. 
It is explained that the act does not 
cover any refusal by a worker to buy 
or use such goods or commodities in 
his home, nor does it cover an organ- 
ized campaign by workers to dissuade 
others from doing so. 
Hartley Introduced by O’Brien 

Congressman Hartley was introduced 
by Henry M. O’Brien, Fireman’s Fund 
Indemnity, president of the association, 
who pointed to Mr. Hartley’s demon- 
strated willingness to champion con- 
structive insurance causes. He was ac- 
companied to the Casualty Underwrit- 
ers’ meeting by his secretary, George 
Borgos of Kearney, N. J., who heads 
the Borgos & Borgos Insurance Agency 
in that city. Mr. Borgos, who was 
greeted by many friends at the lunch- 
eon, has been the Congressman’s secre- 
tary for many years. 

Program was arranged by Fred L. 
Bross, state agent of the Yorkshire 
Group in New Jersey, who was com- 
plimented on a fine job. 

A pleasing feature at the luncheon 
was the presentation of a desk set to 
Thomas E. Maddams, Glens Falls In- 
demnity, immediate past president, in 
appreciation of his service to the asso- 
ciation. Ernest E. Ehlers, Travelers, 
also a past president, presented the 
gift. Next meeting will be held Monday, 
December 8, at the Downtown Club, 
Newark. 


1948 COMMITTEES NAMED 


President Smitheman of IAC Also An- 
nounces Mid-Winter and Spring Meet- 
ings; Celebrate 25th Milestone in 748 

Clark W. Smitheman, North America 
Group, president of the Insurance Ad- 
vertising Conference, announces that 
next year the organization will hold 
three meetings—a mid-winter one-day 
session in New York, a two-day gather- 
ing in May at which the IAC’s twenty- 
fifth anniversary will be celebrated, and 
the annual meeting in the fall. 

Various committee appointments for 
the coming year have been confirmed 
by IAC’s executive committee and are: 

Publicity—Theodore W. Budlong, Na- 
tional Board of Fire Underwriters, 
chairman, and John Cosgrove, Ameri- 
can of Newark. 





Program—Joseph A. Gernhardt, Na- ~ 


tional Surety Corp., chairman, assisted 
by the following insurance trade jour- 
nal men: Robert R. Dearden, U. S. 
Review; Wallace L. Clapp, The Eastern 
Underwriter; Ed C. Smith, The Weekly 
Underwriter, and Ralph E. Morrow, 
Rough Notes. 
National Board of Fire Underwriters 
observer—John E. Ashmead, Phoenix. 
Membership—Newton C. Hawley, Na- 
tional Fire of Hartford, chairman. 
Finance—Alfred E. Duncan, Jr., Fire 
Association, chairman, assisted by C. W. 
Smitheman, North America Group, and 
Joseph A. Gernhardt, National Surety. 
Agents’ service—F. Sidney Holt, Aetna 
Fire, chairman, assisted by Newton C. 
Hawley, E. E. Sterns, Travelers, and 
William R. Ford, Factory Insurance 
Association. 


ST. LOUIS AGENT ARRESTED 








D. E. Chilcote Being Investigated on 
Charges of Alleged Embezzlement 
From Mutual Commerce Casualty 
Donald E. Chilcote, president, Chil- 

cote & Co, St. Louis, was arrested 

November 10 under a temporary war- 

rant based on a technical charge of 

alleged embezzlement of $3,000 from 
the Mutual Commerce Casualty Co. of 

Kansas City, Mo., of which he formerly 

was a vice president and general agent. 

He is at liberty under a $5,000 bond 

pending a grand jury investigation of 

the agency and its dealings with insur- 
ance companies and automobile finance 
concerns. 

State Superintendent of Insurance 
Owen G. Jackson has revealed also that 
he has suspended the personal licenses 
of Chilcote, Miss Joan A. Martin, sec- 
retary and treasurer of the agency, and 
A. J. Bitters, associated with it. 

The investigation of the Chilcote 
Agency resulted from the collapse of 
Mutual Commerce Casualty which was 
placed in the hands of Superintendent 
Jackson by the Jackson County Circuit 
Court at Kansas City September 26. 
John L. Sullivan, attorney for Chilcote, 
said that a complete investigation of 
the agency will show that there has 
not been an embezzlement of any kind 
whatsoever. The grand jury opened its 
investigation November 12. 


REDUCES PAR TO $5 A SHARE 

The Illinois Insurance Department 
has approved a change in American Mo- 
torists’ articles of incorporation which 
will permit that company to reduce the 
par value of its stock from $30 to $5 
per share and increase the number of 
its outstanding shares from 33,33314 to 
200,000 shares. 


REINSURES OKLAHOMA MUTUAL 
Tri-State Casualty Insurance Co., 
Tulsa, Okla., has reinsured all lines, ex- 
cept bonds, of the National Mutual 
Casualty Co. of Tulsa. Combined annual 
premium income of the merged com- 
panies will approximate $3,000,000. Tri- 
State is licensed in fourteen states. 











CONSIDER FORMING POOL 
The Canadian Superintendents of In- 
surance are said to be considering form- 
ation of a pool to take over assigned 
automobile risks in those provinces 
which have assigned risk plans. 





Knowlton Reports 0 “ 
A. & H. Chicago Session 


LOSS EXPERIENCE BIG Topic 





His Committee to Recommend Program 
to NAIC; Asks Industry to Redraft 
Uniform Regulatory Bi); 





Insurance Commissioner Donal: Knovw). 
ton of New Hampshire, chairman of the 
A. & H. committee of the National As- 
sociation of Insurance Commissioners 
has made a report on the recent (hj. 
cago conference with industry represen. 
tatives at which consideration was giyen 
to the uniform act for regulation of the 
accident and health business and _ the 
question of reporting loss experience by 
policy forms. : 

One of the significant outcomes of 
that meeting was that Commissioner 
Knowlton’s committee voted to recom- 
mend to the NAIC that A. & H., com- 
panies keep their loss experience data 
by policy torm, and file such data with 
such Insurance Departments as may re- 
quire it on a uniform reporting blank. 
This decision was reached after a {ull 
discussion of the subject during which 
industry representatives vigorously pre- 
sented their views. 

Uniform Bill To Be Redrafted 

Commissioner Knowlton reports that 
the uniform sickness and accident insur- 
ance regulatory bill, including the 
new standard provisions incorporated 
therein, which was offered to his com- 
mittee by the industry, was given full 
consideration. The Commissioners de- 
cided to reject its regulatory provisions 
but to accept in principle those pro- 
visions dealing with the form of policy 
and the new standard provisions. 

Some changes in the working of the 
standard provisions were agreed upon 
and certain further standard provisions 
were suggested by some of the Com- 
missioners present. The committee 
representing the A. & H. industry was 
requested to redraft the bill in accord- 
ance with these suggestions, and when 
this has been done it is the intention 
of Commissioner Knowlton’s committee 
to send the redrafted bill to all Com- 
missioners prior to their December 
meeting in Miami, Fla. Thus, each 
Commissioner will have an opportunity 
to study the draft in advance of that 
meeting and prepare to discuss it. 
Program for Reporting Loss Experience 

Under the program for reporting loss 
experience by policy form, which was 
endorsed by Commissioner Knowlton’s 
committee for recommendation to the 
NAIC, the following requirements are 
included: 

-“1, That loss experience by policy 
form for the calendar year 1948 be filed 
by June 30, 1949, on premiums earned 
and losses incurred basis. 

“2. That the report need not include 
loss experience on individual group poli- 
cies but should include loss experience 
on the total group business written. 

“3. That the report should be made 
on all policy forms being currently 1s 
sued by the companies. This would re- 
quire reporting on all forms en which 
new policies were issued during tlie pe 
riod and in addition on all forms on 
which policies were renewed during the 
period where the premiums on such re 
newed policies amounted to 5% or more 


of the total premiums written. On all 
other policy forms the loss experience 
need not be reported individiaily but 
may be lumped together and reported 
as a group. ; 
“4. Each combination of a po'cy with 
a rider or endorsement shall be ‘cportet 
as_a separate policy form.” 
Finally, the committee vied 
recommend for adoption a a 
as tne 


blank for reporting to be know: as 
“Accident and Health Policy Experience 
Exhibit.” 


Commissioners present at the ieetins 
were Messrs. Downey, Parkins 1, But: 
ler, Allyn, Stone, Sullivan and Knowl 
ton, together with Deputy ymmis- 
sioner Fdircloth representing (9mm 


sioner Larson of Florida. 
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Hartford A. & I. Leads Treasury List; 
North America Co. Heads Reinsurers 


With the Hartford Accident & In- 


Co. leading with underwriting 


demni! Ing t 
imitations (net limit on any one risk) 
of $4,224,000 and the Insurance Co. of 
North America far in the lead among 
the panies authorized for reinsur- 
ance only, with underwriting limitations 
of $10,935,000, the Treasury Department 
has iscved its list of acceptable sureties 
on Federal bonds under date of Octo- 
ber | 


Following the Hartford A. & I, in un- 
derwri'ing limitations, are the Aetna 
Casualty & Surety Co. the United 
States Fidelity & Guaranty Co. and the 
Fidelity & Casualty Co., all with above 
$3,000,000. Following is the list of ap- 
proved sureties and their underwriting 
limitations, net limit on any one risk, 


listed by states of domicile: 
Net limit 
on any 
one bond 
CALIFORNIA— 
Associated Indemnity Corp.......... $549,000 
Fireman’s Fund Indemnity Co....... 668,000 
National Auto. & Casualty Ins. Co... 191,000 
Pacific Employers Insurance Co..... 263,000 
Pacific Indemmity Co... ccc ciccses 1,070,000 
West American Insurance Co....... 138,000 
Western National Indemnity Co..... 437,000 
CONNECTICUT— 
Aetna Casualty & Surety Co........ 3,971,000 
The Century Indemnity Co.......... 584,000 
Hartford Accident & Indemnity Co... 4,224,000 
Travelers Indemnity Co............ 1,300,000 
DELAWARE— 
Saint Paul-Mercury Indemnity Co... 924,000 
ILLINOIS— 
American Motorists Insurance Co.... 225,000 
Lumbermens Mutual Casualty Co.... 1,100,000 
INDIANA— 
American States Insurance Co....... 177,000 
Continental Casualty Co............ 1,881,000 
Emmco Casualty Insurance Co...... 85,000 
IOWA— 
Employers Mutual Casualty Co...... 194,000 
Hawkeye Casualty Co............... 70,000 
KANSAS— 
The Kansas Bankers Surety Co..... 63,000 
The Western Casualty and Surety Co. 216,000 
MAINE— 
Maine Bonding & Casualty Co...... 69,000 
MARYLAND— 
American Bonding Co............- --- 234,000 
Fidelity & Deposit Co.........000: 2,037,000 
Maryland Casualty Co. ..........0- 2,390,000 
US: Fidelity & Guaranty Co....... 3,340,000 
MASSACHUSETTS— 
American Employers’ Insurance Co... 778,000 
American Mutual Liability Ins. Co... 1,591,000 


Liberty Mutual Insurance Co........ 2,985,000 


Massachu te UOMO. ohh aw nse 1,171,000 
New England Casualty Insurance Co. 256,000 
MICHIGAN — 

National Casualty Co. ............. 350,000 
Standard Accident Insurance Co....:.~ 1,277,000 
MINNESOTA— 

Anchor Casualty Co. ..... ereenaces 126,000 
MISSO JRI— 

American \utomobile Insurance Co... 1,508,000 
— ~vrety & Insurance Corp... 452,000 
“mploye Reinsurance Corp........ 1,337,000 
NEW ii\AMPSHIRE— 

Peerless Casualty Co, ........0..00. 228,000 
‘ NEW !fRsEy— 

ee Casualty Insurance Co... 438,000 
Nternatior a] Fidelity Insurance Co.. 189,000 
NEW YORK— 

snerican muarantee & Liab. Ins. Co. 289,000 
(uetican Re-Insurance Co, ........ 1,280,000 


American Surety Co. ...0ecseesee 2,100,000 


Columbia Casualty Co. ............ 441,000 
Eagle Indemnity Co. ...........0.. 441,000 
Excess Insurance Co. of America.... 200,000 


The Fidelity & Casualty Co......... 3,227,000 


General Reinsurance Corp. ........ 1,831,000 
Glens Falls Indemnity Co........... 609,000 
Globe Indemnity Co. «..cccessicic 2,129,000 
Great American Indemnity Co....... 1,188,000 
The Home Indemnity Co........... 346,000 
London & Lancashire Indemnity Co.. 289,000 
Merchants Indemnity Corp. ........ 405,000 
Metropolitan Casualty Insurance Co.. 466,000 
National Surety Corp. ............. 2,194,000 
New Amsterdam Casualty Co....... 1,694,000 
New York Casualty Co........00c00 433,000 
North American Cas, & Surety Reins. 278,000 
Phoenix Indemnity Co. ............ 403,000 
Preferred Accident Insurance Co..... 157,000 
Boga Undemmity Concccaics cic dea vc 1,762,000 
Seaboard Sarety Coe wciccsccccscsacces 622,000 
Week: TOGGMNY  Cek. os.iscciiccwnnves 227,000 
United National Indemnity Co....... 300,000 
United States Casualty Co.......... 631,000 


United States Guarantee Co........ 1,451,000 


Yorkshire Indemnity Co............ 161,000 
OHIO— 

Ohio Casualty Insurance Co......... 500,000 

Ohio Farmers Indemnity Co........ 149,000 

Summit Fidelity & Surety Co....... 32,000 
PENNSYLVANIA— 

American Casualty Co..............- 318,000 

ps MRT 30, Se a ae 100,000 


Indemnity Ins. Co. of North America 2,205,000 


Manufacturers’ Casualty Ins. Co..... 502,000 

National Union Indemnity Co....... 103,000 
SOUTH DAKOTA— 

Western Surty Cais ccedivisicavss 123,000 
TEXAS— 

American General Insurance Co..... 312,000 

American Indemnity Co............. 233,000 

Commercial Standard Insurance Co.. 121,000 

Emloyers Casualty Co.......ccssee 212,000 

Houston Fire & Casualty Ins. Co... 144,000 

Texas Indemnity Insurance Co....... 56,000 

Trinity Universal Insurance Co...... 306,000 
VERMONT— 

American Fidelity Co............... 137,000 
VIRGINIA— 

Virginia Surety Co., Inc..........0. 42,000 
WASHINGTON— 

General Casualty COisiicccccccccces 486,000 

Northwest Casualty Co.............. 137,000 

United Pacific Insurance Co......... 237,000 


WISCONSIN— 
Employers Mutual Liability Ins. Co.. 1,006,000 


Following is the list of companies au- 
thorized to do a reinsurance business 


only, with their underwriting limita- 
tions: 

Accident & Casualty Insurance Co...$ 199,000 
Car & General Insurance Corp...... 133,000 
Employers’ Liability Assurance Corp. 1,663,000 
European General Reinsurance Co.,. 1,121,000 
Guarantee Co. of North America..... 156,000 
Insurance Co. of North America. ...10,935,000 
London Guarantee & Accident Co.... 677,000 
The Ocean Accident & Guar. Corp... 661,000 








Hardware Miasusle Ad 
Exhibit Gets Grand Award 


Hardware Mutuals of Stevens Point, 
Wis., carried away the grand award in 
the exhibition of insurance advertising 
staged in conjunction with the annual 
mutual advertising-sales conference held 
a few weeks ago at Columbus, Ohio. 
Announcement of the award was re- 
ceived from J. M. Eaton, Chicago as- 
sistant general manager, of the Ameri- 
can Mutual Alliance. The advertising- 
sales conference was held at the time 
of the fifty-first annual convention of 
the National Association of Mutual 
Insurance Cos. 


Preferred Accident Managers 
To Meet in N. Y. Nov. 17-20 


Managers of the Preferred Accident 
from all parts of the country will hold a 
four-day meeting next week (November 
17-20) at the home office in New York 
which will be under the general chair- 
manship of Henry E. Houghton, sec- 
retary in charge of the agency de- 
partment. Mr. Houghton will be as- 
sisted by F. Arthur Mayes, assistant 
secretary. 

Floyd N. Dull, president of the com- 
pany, will welcome the managers at the 
first session Monday morning, Novem- 
ber 17, sounding the keynote of the 
Preferred’s program for 1948. Speakers 
on the first day will include Mr. Hough- 
ton who will discuss agency matters; 
Lewis F. Koppang, comptroller, who will 
treat accounting problems, and Kimball 
C. Atwood, Jr., vice president, who will 
talk on A. & H. development which will 
be featured by the Preferred in the 
coming year. 

Following a plan of having the lunch- 
eon each day sponsored by a different 
department, it will be the claim depart- 
ment’s turn on Monday with Charles N. 
Sergeant, its general manager, as host. 
On Tuesday Clarence A. Cole, secretary, 
underwriting department, will be lunch- 
eon host and on Wednesday it will be 
Vice President Atwood. 

Underwriting problems will feature 
the Tuesday program under Mr. Cole’s 
direction and with participation by the 
following department heads: George 
Osmer, automobile; William Fasbender, 
burglary and glass; Wm. Forrest, com- 
pensation and liability, and Phillip Mil- 
ler and Norman Amos, audits and en- 
gineering. 

Manager Robert J. Kennedy, who 
heads the fidelity-surety department, 
will conduct the Wednesday morning 
session following which a managerial 
forum will be staged with the fol- 
lowing taking assigned subjects: Frank 
J. Cash, Los Angeles; Walter Clanahan, 
Chicago; Cyrus C. Washburn, San Fran- 
cisco, and Robert Goodale, Boston. That 
evening a company dinner will be held 
at which President Dull will be the 
principal speaker. On Thursday the 
managers will visit with home office de- 
partment heads and will have the op- 
portunity to meet directors of the com- 
pany who will be holding one of their 
regular board meetings that day. 

Managers who will attend the home 
office conference are Frank J. Cash, 
Los Angeles; Walter H. Clanahan, Chi- 
cago; Herbert B. Davis, Philadelphia; 


Alvin E. Forrer, St. Louis; Robert L. 
Goodale, Boston; Kenneth R. Hunter, 
Albany; James Kreher, metropolitan 
New York; Frank K. Lorenz, Pitts- 


burgh; Edgar Miller, Springfield, Mass. ; 
Grant Purrington, Newark; George 
Starkweather, Minneapolis, and Cyrus 
C. Washburn, San Francisco. 





Cal. Auto Group Opposes 
The Assigned Risk Plan 


Insurance Commissioner Wallace K. 
Downey, in discussing the assigned risk 
plan on which he held a hearing in San 
Francisco October 20, said that the 
principal criticism of the plan came 
from the California Automobile Asso- 
ciation, and that in all probability the 
plan will be subject to litigation on the 
ground of constitutionality of the act of 
legislature, establishing the plan. 

He said that the Automobile Associa- 
tion based its objection on it being re- 
quired, should the plan be approved, 
taking risks assigned to it if the risk 
owner is not a member of the associa- 
tion. The association has no objection 
to taking risks assigned to it, under the 
plan, if the risk owner is a member of 
the association. Otherwise it was in- 
dicated by the representatives of the 
association at the hearing that the asso- 
ciation would seek court decision on the 
constitutionality of the act. 





MAYES JOINS PREFERRED 





Made Assistant Secretary of Its Agency 
‘Department; Had Previous Service 
With Continental Casualty 

F. Arthur Mayes has joined the Pre- 
ferred Accident as assistant secretary of 
its agency department and will be asso- 
ciated with Henry 
E. Houghton, secre- 
tary of that depart- 
ment. To accept his 
new post Mr. 
Mayes has resigned 
from the Continen- 
tal Casualty where 
he was production 
manager in its New 
York office. 

Mr. Mayes’ insur- 
ance career started 
in 1934 with the 
Brooklyn general 
agency of Pendleton 
& Pendleton. In 
1939 he joined the 
Fidelity & Casualty 
in its fidelity and 
surety department and _ subsequently 
opened a service office for that company 
in all lines at Memphis, Tenn. 

In 1942, Mr. Mayer became identified 
with the Continental Casualty as an ex- 
executive special agent in the midwest 
territory and subsequently was assigned 
to the New York office as_ production 
manager. Following three vears of serv- 
ice in the U. S. Army Air Force of 
World War II, Mr. Mayes returned to 
the New York office of the Continental 
in the same capacity. 

In making the announcement Floyd N. 
Dull, president of the Preferred, pointed 
to Mr. Mayes’ all-around knowledge of 
the casualty insurance business and the 
wide circle of friends which he possesses. 





F. Arthur Mayes 


TO HOLD PUBLIC HEARINGS 





N. Y. Legislators to Consider Compul- 
sory Auto Inspections and Re-exam- 
ination Proposals 

Three public hearings covering the 
subject of compulsory inspection of mo- 
tor vehicles and various proposals on the 
re-examination of operators will be held 
before the next session of the New York 
State legislature. This is announced by 
State Senator Seymour Halpern, chair- 
man of the joint legislative committee on 
motor vehicle problems. The date set 
for the hearings are as follows: Novem- 
ber 13 in Albany; November 28 in Roch- 
ester; December 12 in New York City. 

Senator Halpern stated that all persons 
or groups interested in these subjects 
are invited to participate. 

The committee’s offices are located in 
the New York State Office Building, 270 
Broadway, New York City. 

Members of the committee are Sena- 
tor Seymour Halpern, chairman; Assem- 
blyman Lawrence W. Van Cleef, vice 
chairman; Senator Harold I. Panken, 
secretary; Senator William S. Hults, Jr., 
Assemblyman Leo P. Noonan, and As- 
semblyman Max M. Turshen. Arthur S. 
Hirsch, former Deputy Commissioner of 
Licenses of the city of New York, is gen- 
eral counsel. 


TESTS NEBRASKA AUTO LAW 

Larry J. Oram, Lancaster County resi- 
dent, has filed a suit in District Court 
to test the constitutionality of the Ne- 
braska driver’s financial responsibility 
law. Oram was involved in an accident 
on July 3 and contends in his petition 
that he has been notified his driver’s 
license will be suspended unless he fur- 
nishes financial responsibility proof. He 
claims the law deprives him of a means 
of livelihood without due process of law 
and violates the federal constitution. 


HAWKEYE JOINS ASSOCIATION 
Hawkeye Casualty of Des Moines 
has been elected to membership in the 
Association of Casualty & Surety Cos., 


bringing its membership up to sixty- 
eight stock casualty-surety companies. 
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Lemmon Announces 3rd 
Annual NAITI Meeting 


CASEY IN CHARGE OF PLANS 





Best, Cartwright, Kirkpatrick and 
Others Lead Special Events; to 
Take Up Current Problems 





The National Association of Inde- 
pendent Insurers’ third annual meeting 
will be held at the Drake Hotel, Chi- 
cago, on November 20 and 21, accord- 
ing to an announcement made by Vestal 
Lemmon, manager of the NAII. 

George W. Casey, secretary of the 
Motor Vehicle Casualty Co. and chair- 
man of the NAII Convention Commit- 
tee is in charge of the arrangements 
and has completed a program of events 
ror the meeting. 

Leading the special events are: Al- 
fred M. Best, president, Alfred M. Best 
Co.; C. M. Cartwright, editor emeritus, 
National Underwriter, Chicago; A. L. 
Kirkpatrick, manager, Insurance De- 
partment, U. S. Chamber of Commerce; 
L. H. Sanford, Deputy Commissioner, 
Michigan Insurance Department; N. P. 
Parkinson, Director of Insurance of IIli- 
nois; Edward P. Gallagher, vice presi- 
dent, NATI; and Adlai H. Rust, execu- 
tive vice president, State Farm Mutual 
Automobile. Also on the program are: 
Howard D. Brown, C. W. Leftwich, 
Vestal Lemmon, R. J. Icks, S. Alexan- 
der Bell, H. E. Curry, C. B. Kenney, 
Edward G. Rockwell, Fred Miller, 
George Casey, C. W. Eberhard, Henry 
S. Moser and Erwin A. Meyers. 


To Discuss Current Problems 


They will address the meeting upon 
the problems confronting the insurance 
industry today. In addition, there is 
being provided a staff of legal talent, 
rate experts and actuaries to conduct 
panel discussions in an effort to assist 
the independent companies in the mat- 
ters relating to statistics, rate making 
and filing procedures with the Insurance 
Departments. 

The question of automobile assigned 
risks, an important issue of the day, will 
be aired at the annual meeting by peo- 
ple well versed on the various phases 
of this subject. 





To Hold Texas Hearing on 


Compensation Insurance 


Casualty Insurance Commissioner J. 
P. Gibbs of Texas has issued a notice 
that the Board of Insurance Commis- 
sioners will hold a public hearing on 
workmen’s compensation and employers’ 
liability insurance at the Texas High- 
way Department’s hearing room in Aus- 
tin, November 19. 

The purpose of the hearing is to con- 
sider rates, rating plan, classifications, 
mantial rules, endorsement forms and 
other matters. The notice says it is 
contemplated that any rate revision or 
other changes approved by the board 
will become effective on and after 
February 1 and carriers may proceed 
with the issuance of January policies. 





EXPECTS AUTO RATE RISE 


Donald Knowlton, Insurance Commis- 
sioner of New Hampshire, has announced 
that he expects a request from insurance 
companies to allow an increase in auto- 
mobile liability rates. When upward 
rates were allowed last year, it was the 
understanding that if losses continued to 
show a gain in 1947, a further increase 
would be sought. A heavy increase in 
damage payments has been reported by 
the companies, ‘ 





TO OPPOSE COMP. RATE RISE 

Employer groups and large insurance 
buyers are expected to oppose the 5% 
compensation rate increase being asked 
in Minnesota. The hearing on the pro- 
posal comes up November 17. Earlier 
this year the companies were granted a 
3.5% increase. 
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For those who go in for that sort 
of thing, we inform our palpitating 
readers that Dr. Splint has an office at 
71 Park Avenue, New York City. 

* ok * 


Walter Hoffman claims that any 
newspaper man who slams the West 
Point football team these days, is “rot- 
ten to the Corps.” 

x * x 


Beauty Note. From the pen of our 


good friend, Charles H. (Joyce & Co., 


Chicago) Burras, comes the thought 
that “a woman who is afraid of losing 
her youth, should not introduce him to 
her girl friends.” And Charlie adds 
“Woman’s skirts, like prohibition, are 
causing a lot of joints to seek cover.” 

* * 

“Bright Suit 
Shocks Brokers,” 
is headline from 
London. Sub-head 
states: “Men in 
British Exchange 
Strip Colleague 
of fis: Coat:” it 
seems a colleague 
appeared on the 
London Stock 
Exchange in 
Throgmor- 
ton Street in a 
plum-colored suit. 
A member = said 
“Many are wear- 
ing suits too loud 
for the Gy.” 
Whereupon, the 
brutes whipped 
off the coat and 

Sort of a Bare 





shirt of the offender. 
Market, eh wot? 
* * 


Fashions Department. Men go into 


clothing shops and buy a brown suit, 
or a blue or, if they really know their 
rainbows, they'll hazard a grey with a 
pin stripe. Women on the other hand, 
have colors from which to select, which 
stagger the imagination. From a recent 
letter to charge customers of Jay 
Thorpe, New York, we quote the colors 
which were listed to lure the female 
pocketbooks: “Deep Shadow, Lazy 
Smoke, Sable Illusion, Twilight Taupe, 
Deep Plum, Black Tulip, Fern Moss, 
Cafe Royal, Ginger, Fawn, Casa Blanca, 


French Taupe, Black Pearl, Gunmetal, . 


Peter Pan, Sundown, Jet Illusion, Alex- 


andrite, Topaz, Zircon, Cat’s Eye, 
Moonstone, Lapis, Carnelia, Agate, 
Asteria, Pearl, Rose Quartz, Beryl, 


Ruby, Silver, Amythest, Amber, Aqua- 
marine.” Any guy who can give us the 
English translation of what these colors 
really are, and be right, may have a 
luncheon as our guest. Anyone, that is, 
but Mr. Jay Thorpe. 
+k * 
Our comment on the Crawford 
Clothes sign suggesting re-naming of 
the McAlpin in New York to “Craw- 
ford House” appealed to a gal who signs 
herself “Ann Nonny Mouse, alias Lion 
Iron.” She asks “Didn’t you mean 
‘Crawford Clothestel?’” Frankly, Ann, 
NO! 
- «ee 
According to the Cleveland Plain 
Dealer, “Income statistics for 1946 indi- 
cate that the average American made 
more money last year than ever before. 
Statistics for 1947 will reveal that this 
year he is wondering where it went 
‘more, than ever before.’” 
* s 
Someone told us that “a person with 
a closed mind can get by nicely if he 
keeps his mouth closed too.” 


—MERVIN L. LANE. 





McKINNON NAMED PRESIDENT 


Southern California Surety Association 
Also Elects Hecht and Higbee; Com- 


mittees Are Named 
W. J. McKinnon, manager, Great 
American Indemnity Co., was elected 
president of the Southern California 


Surety Underwriters Association at its. 


meeting at Los Angeles, November 4. 
Robert Hecht, assistant manager, Fidel- 
itv & Deposit Co., was elected vice pres- 
ident and Myron C. Higbee, manager, 
National Surety Corp., was named secre- 
tary-treasurer. Mr. McKinnon’ was 
named chairman of the executive com- 
mittee, of which the membership is as 
follows: 

Richard W. Graves, Hartford Accident 
& Indemnity Co.; O. D. Brick, United 
States Fidelity & Guaranty Co.; H. D. 
Ward, Maryland Casualty Co.; Earl A. 
Davis, Pacific Indemnity Co., and Messrs. 
Hecht and Higbee. 

The committees for the coming year 
were named with the following chair- 
men: 

Legislative, Dan E. Gorton; public re- 
lations, A. I. Zimmerman; courtesy, C. 
M. Randall; entertainment, Harold Vree- 
land; audit, Al Brunet; rates, rules and 
forms, C. W. Phillips; membership and 
attendance, Lee L. Burr. 

The association heard two letters from 
the Towner Rating Bureau on the Cali- 
ifornia rating situation but no action was 
taken. The association adopted a reso- 
lution recommending that all continuous 
license and permit bonds be written on 
a term basis, this resolution being in 
line with a similar one adopted by the 
Northern California association. It also 
adopted a resolution recommending that 
public official, non-statutory bonds be 
written on a term basis, but only applic- 
able to state of California official bonds. 
Another resolution was that house mov- 
ing bonds be written at a $10 rate, with 
a minimum premium of $10. 


Mass. Auto Rates Same 
As Tentative Schedule 


Insurance Commissioner Charles F. J. 
Harrington of Massachusetts has of- 
ficially promulgated the 1948 Massa- 
chusetts compulsory automobile liability 
insurance rates with no change from 
the tentative schedule previously an- 
nounced. The 1948 rates represent an 
increase of approximately 5% over the 


1947 schedule whereas the companies 
had asked for a 15% raise. 





PLAN NEW CASUALTY COMPANY 





Minnesota Local Agents Call Meeting to 
Form Company to Write Only 
Automobile Business 


A meeting has been called at St. Paul 
for November 21 of local agents inter- 
ested in forming a stock casualty com- 
pany to be owned and operated exclu- 
sively by local agents in Minnesota. The 
proposed name of the new company is 
Casualty Underwriters, Inc. and it will 
start out with a capital structure of $200,- 
000 to comply with Minnesota laws. 

The men promoting the company are 
Byron Olsen, Charles Auch and Russell 
Wilson who are associated with the 
Town & Country Agency, general agents 
for the Auto Owners Insurance Co. The 
plan is for the new company to confine 
itself exclusively at the start to automo- 
bile business, the idea being that the 
agents who own it will place the cream 
of the automobile business in their own 
company. 

It is reported that about 100 local 
agents have indicated a willingness to 
take stock in the company. 





A. & H. CONGRESS IN OKLA. 


The annual saJes congress sponsored 
by the Oklahoma Accident & Health 
Association will be held December 8 


at Oklahoma City. 





Says Some Group Plans 
Violate Law in Mass, 
DEPARTMENT ASKS CHECK-UP 





Notice Says Licensed Foreign © 
Must Issue Policies Only Thea 
Licensed Resident Ager; 





The Insurance Department 0! Massa. 
chusetts, through Third Deputy Com. 
missioner Joseph S. O'Leary, iis issued 
a notice to all companies t; insacting 
group accident and health and Group 
life insurance business in the state, 
which says information has been te. 
ceived which clearly indicates that some 
of the groups are covered by contracts 
which are not specified in the law 
The notice further states it is alleged 
that in some instances in which groups 
covered do not conform to Massachy- 
setts law, foreign companies licensed jn 
the commonwealth have issued contracts 
from their home offices thereby circum- 
venting the Massachusetts law. 

“Please have a check made of your 
group accident and health or Group 
life contracts covering © Massachusetts 
risks,” it continued, “and if there are 
any outstanding contracts which do not 
comply with the Massachusetts law, im- 
mediate steps should be taken to cancel 
the same.” 

Companies are directed to take the 
necessary steps to notify agents, brok- 
ers or other producers who act in the 
negotiation of these contracts to be ex- 
tremely careful that all contracts is- 
sued in the future shall be in full com- 
pliance with the law before such con- 
tracts are delivered. 


Must Make Check-Up 


Companies are asked to notify the 
Department as soon as a_ complete 
check-up of their group policies has 
been made and to furnish the Depart- 
ment with a list of all contracts which 
do not comply with the law. 

In an opinion delivered to the Insur- 
ance Department by the Attorney Gen- 
eral, Clarence A. Barnes, it is held that 
the Massachusetts laws do not provide 
for issuance of a policy by a foreign in- 
surance company licensed to transact 
business in the state, upon the employes 
of the several employer members of an 
association, both union and_ non-union 
employes, under a Group life policy is- 
sued from one of its offices outside the 
state to trustees located outside of the 
commonwealth. 

The ruling calls attention to the law 
which states that foreign companies ad- 
mitted to do business in the common- 
wealth shall make contracts of insur- 
ance upon lives and property only by 
lawfully constituted resident agents. 


Says Law Is Violated 


The ruling expresses the opinion that 
a foreign insurance company licensed to 
do business in the commonwealth, which 
issues a policy of Group life insurance 
to trustees outside the commonwealth, 
and accordingly not through a licensed 
resident agent, is in violation of the law. 

It adds that the provision for the 
making of contracts through licensed 
resident agents only is one which the 
commonwealth may properly make and 
is one with which a foreign insurance 
company must comply in order to @ 
business in Massachusetts. But the 
rights of a resident of Massachusetts t0 
insure in whatever state he pleases am 
the rights of a foreign company not li 
censed in the state to issue elsewhere 
a policy not authorized by Massachu- 
setts laws to a resident are not affecte 
by this principle, which prevents a for 
eign company from accepting ‘!:e privr 
lege of doing an insurance bi-iness 
the state and then violating the cond 
tions under which the privilege 'as been 
extended to it by the legislature. 





KENTUCKY SURGICAL GROUP 

A voluntary pre-pay plan for surgicé’ 
services has been formed in Boyd Cour 
ty, Ky., as a non-profit organization. 
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EB. D. ''Gene’’ Kelly 
The Kelly Agency 


Leavenworth, Kansas 


Cornerstone 


“This month we have completed and delivered two 
commercial Etna Plans. One, for an automobile 


dealer, produced $305, and the other, for a laundry, 
produced $325—all in mew business. We not only 


believe that these two accounts are on our books to 
stay, but that production from them has only 
begun. 


“We speak from experience. Our first Etna Plan 
of Risk and Insurance Analysis was made in Febru- 


ary, 1926, and since then we have averaged better 
than one a month. Because the Atna Plan has 
enabled us to write our clients’ insurance correctly 
and then keep it up to date, accounts acquired in 


this way years ago still are producing new business. 


“We can say without qualification that the Atna 


Plan has been the very cornerstone of our agency.” 


E. D. Kelly 


AETNA CASUALTY AND SURETY COMPANY 





Affiliated with 


#tna Life Insurance Company 


BUSINESS. 


Automobile Insurance Company 


Standard Fire Insurance Company 


HARTFORD i5 | BUMLDERS| CONNECTICUT 
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To Consider Hospital 
And Medical Insurance 


CHICAGO MEETING NOV. 17-18 





Weaver and Washburn to Conduct Ses- 
sions of H. & A. Underwriters Con- 


More than 125 representatives of the 
disability insurance industry will attend 
the hospital and medical insurance meet- 
ings sponsored by the Health & Acci- 
dent Underwriters Conference at the 
La Salle Hotel, Chicago, November 17 
and 18. 

Extent of existing coverage, trends, 
future developments and reports on pre- 
payment medical care programs will 
highlight the discussions of the two-day 
sessions. 

I. A. Weaver, secretary of the Se- 
cured Casualty Insurance Co., Indiana- 
polis, and chairman of the hospital in- 
surance committee, will conduct the 
hospital insurance meeting on Monday 
with William Washburn, executive vice 
president of the American Health In- 
surance Corp., Baltimore, and chairman 
of the medical insurance committee, 
guiding the Tuesday session on medical 
insurance. 

Following is the tentative agenda for 
the meeting: 

November 17 

1. Trends and developments in hos- 
pital policies during past three years 
as indicated by the policy survey being 
made by the hospital insurance com- 
mittee. 


2. Uniform or sample assignment 
blank. 

3. Rating basis for dependents on 
family group policies—advantages and 


disadvantages of the following types: 
(a) Rate for wife, separate level addi- 
tional rate for each child; (b) Rate for 
wife, separate rate for each child but 
decreasing as number of children in- 
creases; (c) Rate for wife, flat rate 
for all children (one or more); (d) Rate 
for one dependent whether wife or 
child. Lower rate for each additional 
member of family group. 

4. Should companies issue family 
group policies for the wife and children 
only when the husband has group in- 
surance or Blue Cross coverage through 
his place of employment? 

5. How far should or do companies 
go in insuring dependents. (a) Children 
to 18 or 19 only; (b) All dependents liv- 
ing in same household; (c) Minimum 
age limit 1 year, 3 months, or 10 days? 


Advisable Maximum Benefit 

6. What is the advisable maximum 
daily room and board benefit? There 
appears to be a market for higher lim- 
its than now offered by most com- 
panies. Effect of higher limit on rates 
—should rates be increased proportion- 
ately to the daily benefit. 

7. Miscellaneous hospital expense— 
Comment on various methods for pro- 
viding this coverage. (a) Allocated 
benefits; (b) Over-all maximum, unal- 
located, but only payable for specified 
items contained in schedule; (c) Blan- 
ket miscellaneous expense benefits sub- 
ject to maximum of 5 or 10 times daily 
room and board benefits. When benefit 
is limited to scheduled items or when 
allocated benefits are shown, should any 
new items, such as penicillium, be 
added? 

8. Discussion of straight flat indem- 
nity vs. reimbursement or “expense in- 
curred” types of coverage. 

9. Maternity benefits. Most policies 
provide $50 or less. Should this be in- 
creased ? 

10. Today’s trends in Blue Cross in- 
surance. 


November 18 
1. Discussion of medical 


insurance 





BRINK HOME FROM EUROPE 
Mutual Benefit H. & A. Manager in 
Mich. Made Colored Movies Abroad 
for Films of The Nations, N. Y. 

Earl B. Brink, Michigan state mana- 
ger for Mutual Benefit H. A. and 
United Benefit Life and whose agency 
is one of the biggest A. & H. offices in 
the country, has recently returned from 
a five-months’ tour of Europe, where he 
was commissioned to make colored 
movies for Films of The Nations, New 
York. He was accompanied by Mrs. 
Brink. 

The Brinks flew to Sweden, June 9. 
He took extensive footage of Sweden, 
Norway and Denmark, and then pro- 
ceeded to Germany, The Netherlands, 
Belgium, France and Switzerland. In 
addition he visited Italy, England and 
Scotland. In all, he took 23,000 feet of 
colored film. 

Films Of The Nations shipped Mr. 
3rink’s automobile to Europe so that 
he could hit all of the “out-of-the-way” 
spots on his tour. He spent consider- 
able time traveling on Scandinavia’s 
canals, as well as driving and flying. 

In the near future Mr. Brink’s films 
will be available for free, private show- 
ings to civic, educational and religious 
groups. This has always been Mr. 
Brink’s primary interest in taking his 
movies. At present he is considering an 
invitation to join an expedition to South 
America to record on film some of the 
unexplored regions of that continent. 





BLUE CROSS RATES INCREASE 

Blue Cross hospital insurance will cost 
20 cents per month more to Maine sub- 
scribers, effective January 1, accord- 
ing to an announcement by Executive 
Director Paul A. Wegg. The increase 
has been approved by the Maine Insur- 
ance Department. 





now being offered: (a) Companies now 
writing medical care coverage; (b) 
Types of coverages written; (c) Rates. 

2. Discussion of experience to date. 

3. Present “demand” for this cov- 
erage. 
market for this coverage or is the 
“demand” merely on the part of doc- 
tors, editors, and Government agencies, 
rather than the public? (b) Is limited 
coverage or comprehensive protection 
desired—for employes only or the entire 
family? (c) How much premium is 
saleable ? 

4. Report on prepayment “medical” 
care programs sponsored by state medi- 
cal societies in cooperation with private 
insurance companies now in operation 
or about to be launched in Arkansas, 
Connecticut, Illinois, Maine, Minnesota, 
Rhode Island, South Dakota, Wisconsin. 

5. Conclusions—Recommendations. 
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THE DOOR’S OPEN 


in each of the cities listed here, as well as in several 
other important centers, for the experienced insurance 
producer who is now ready to build 


A THRIVING AGENCY 


with our portfolio of Life, Accident, Health and Hos- 
pitalization policies . 
needs and offer volume. possibilities. Our expansion 
program provides effective development assistance and 
other highly desirable advantages. 


ALTOONA 
CHICAGO 
DALLAS 

FORT WAYNE 
FORT WORTH 
HOUSTON 
INDIANAPOLIS 
KNOXVILLE 
MINNEAPOLIS 
NORFOLK 
READING 
SCRANTON 
SOUTH BEND 
1C) WICHITA 


Ooo0o0000000000 





(a) Is there a definite present. 


If you believe you can qualify, 
write today for complete details 


FEDERAL LIFE & CASUALTY CO. 
DETROIT 2, MICH. 


O’CONNOR MAKES RADIO TALK 





Discusses Social Security; Would Hold 
Taxes at Reasonable Minimum to 
Allow for Voluntary Enterprise 
E. H. O’Connor, managing director, 
Insurance Economics Society of Amer- 
ica, was a speaker on “The Reviewing 
Stand,” of Northwestern University on 
the Mutual Network, November 9. The 
subject of the discussion was: “A 
Decade of Social Security: Success or 

Failure ?” 

Mr. O’Connor took the position that 
ten years is too short a time to judge 
any progress in insurance, and he said 
he was interested in discussing the 
long term aspects of the present social 
security pfogram and the dangers of 
expanding it into the field of compul- 
sory health and medical care. 

Mr. O’Connor said that the insurance 
people are just as solicitous of the wel- 
fare of the people of this country and 
just as anxious as anyone to find an 
equitable solution to the problems of 
social security. He said no one will 
question the desirability of protecting 
the people against the hazards of un- 
employment and against the conse- 
quences of old age and death, which 
has been a principle of life insurance 
for over 100 years. 

Bringing up the question of cost and 
what it will mean in the future econ- 
omy, Mr. O‘Connor continued: 

“What I fear is that our social se- 
curity system will develop like systems 
in foreign countries to the point where 
opinions will differ as to which is more 
important, compulsory social security at 
any cost, and with it the steady expan- 
sion of functions of Federal Govern- 
ment or the survival of the principle 
of voluntary enterprise. If that comes 
to pass then the American people will 
have to determine their preference for 
one of these two principles. 

“While hope is sometimes held out 
for a compromise between the principle 
of compulsion and the principle of 
voluntary participation, the long history 
of social security in foreign countries 
offers no such evidence. It would rather 
seem that the only alternative to the 
principle of compulsion would be the 
absolute necessity to hold social secur- 
ity taxes, along with other taxes, to 
a reasonable minimum which would al- 
low voluntary enterprise to operate con- 


fidently, competitively and  construc- 
tively. A conservative rate of taxation 
would prevent the Government from 


building up the power to rule and pos- 
sibly, to destroy, while still retaining 
its power to police and to supervise.” 


Citizens Life & Casualty Insurance Co. 
of Los Angeles, has been granted a certi- 
ficate of authority, by Insurance Com- 
missioner Wallace K. Downey, to trans- 
act disability insurance in addition to 
the life insurance lines it already holds 
a certificate of authority for. Colone) 
Victor F. Pettric, CLU, president of the 
company, plans an active campaign for 
accident and health insurance. 


. . policies that meet today’s 
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SHERIDAN DINED BY F. % ¢ 





Personal Accident Sup’t Completes 59 
Years With Company; Anderson Toast- 
master; Christensen Extends P--aise 
Philip H. Sheridan, superinten 


n 
the personal accident departmen: pe 
Fidelity & Casualty, was given « test. 
monial dinner Noveyaber 5 in rec* :nition 
of his fiftieth anniversary with t!© com. 
pany, and seventy-five of his lerica 
Fore Insurance Group friends atiended 
The affair was at Fraunces Tavers, N.Y. 


Mr. Sheriden, a highly respecte! figure 


in the A. & H. ranks, joined the F, % 
C. in 1897 in its accident statistical de- 
partment. In 1901 he became suy ervisor 


of the department and in 1902 trans. 
ferred to the personal accident lepart- 
ment as an underwriter. He was ap- 
pointed assistant superintendent in 1916 
and superintendent in 1932, 

Vice President Hale Anderson pre- 

sided as toastmaster at the dinner. Dur- 
ing the course of the evening he read 
a number of congratulatory’ telegram, 
and letters received from the field and 
called on several of Mr. Sheridan’s as- 
sociates for brief talks. 
. President Christensen brought best 
wishes to the guest of honor from Ber- 
nard M. Culver, chairman of the boards 
and paid warm tribute to Mr. Sheridan’s 
ability as an underwriter and to his fine 
personality which has won him an ex- 
ceptionally large circle of friends. 

Mr. Christensen stressed also the sin- 
cere spirit of cooperation existing 
throughout the entire America Fore or- 
ganization—a spirit which has been a 
prime factor in building America Fore 
to the commanding position it holds to- 
day in the insurance industry. 

At the conclusion of the dinner, Mr. 
Sheridan was presented with a handsome 
onyx clock, the gift of those present. 





NEW VISUAL SALES MANUAL 





“Emergency Income” Is Title of A. &H. 
Story Just Completed by Taylor 
Publishing Co.; For Agents’ Use 
Designed for ,use by accident and 
health and hospitalization agents to im- 
press upon their prospects the urgent 
need for disability insurance, a brand 
new visual sales kit, “Emergency In- 
come,” is announced by the Taylor Pub- 
lishing Co., Indianapolis, at $3.50 per 

copy. 

By word and picture combination, this 
enamel finished, brightly colored manual 
unfolds the story of what happens when 
earning power is lost. 

The manual contains thirty-three dif- 
ferent photographs and sketches to em- 
phasize sales points, and it shows how 
the financial structure of the family 
crumbles when disability strikes. It also 
reveals the problems faced by the wife 
when the husband cannot be on the job, 
and what disability insurance can do to 
solve these problems. 

For the agent’s convenience, the man- 
ual is printed on 9” by 4” pages, thus 
enabling him to carry it in his inside 
coat pocket. It contains forty pages. 





DITMARS TO SPEAK IN N. J. 


Fred A. Ditmars, chairman of the 
legislative committee of the New Jer 
sey State Association of Life Under- 
writers, will be guest speaker at the 
annual meeting of the New Jersey Ac 
cident & Health Association at the 
Robert Treat Hotel, Newark, ‘ov. 





Associated’s New Policy 


Associated Aviation Underwriters 


through its manager, D. de R. \!. Scat 
ritt, announces a new “sched form 
oes on 


aviation accident policy” whic! 


sale November 15 countrywide exce?! 
in a few states where approval = pen 
ing. In addition to permitting the s& 
lection of principal sum alone, 91 pmm 
cipal sum with either medica! expenst 
or weekly indemnity, or both, either 
passengers or pilots, this policy cam be 
endorsed to provide “24-hoi a-day 
protection on foreign trips. Same i 

as here- 


for the Various coverages apply 
tofore. 
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Schmunk Seeks Drop 
In Auto Accidents 


AAA PRES. SETS GOAL AT 15% 
Form Traffic Safety Foundation to 
Meet Problem; Ask Cities and 
States to Cooperate 
Robert J. Schmunk, newly elected 
president of the American Automobile 
Association, announced at the closing 
session of the annual meeting in Wash- 
ington that the association’s objective 
for the coming year will be at least 
a 15% reduction in motor vehicle acci- 

dents throughout the country. 

Mr. Schmunk indicated that each year 
over 32,000 people are killed and more 
than a million are injured as a result 
of casualties on the road. To continue 
at this rate would seriously affect the 
economic existence of the country, he 
said. To meet this acute problem, the 
Traffic Safety Foundation was set up 
as a non-profit organization directing 
all its efforts toward reducing the trat- 
fic casualty toll. “A large percentage Ol 
accidents can be avoided,” he said. 


Activities of Foundation 

Outlining the functions of the newly 
formed foundation, Mr. Schmunk 
stressed: “It will be given wide powers 
to deal with every phase of the traffic 
safety problems. However, it will con- 
centrate much of its attention on edu- 
cational activities in the safety field, 
with particular emphasis on the insti- 
driver training programs in 

throughout the nation. 
he said, “The foundation 
will produce various types of satety 
materials and will engage in research 
and experimentation to test the activi- 


tution of 
high schools 


Continuing, 


ties of various safety programs.’ 

Regarding the protection of pedes- 
trians, Mr. Schmunk said that the asso- 
ciation was urging all cities and states 
to increase their efforts on behalf of 
those who go on foot. Telling of the 
most important improvements now re- 
quired, Mr. Schmunk mentioned pedes- 
trian islands on thoroughfares, barriers, 
sidewalks in suburban areas 


highway 
signals. 


and pedestrian 


ADDRESSES A. & H. CLUB 


Ford Discusses Changes in Licensing 
of Brokers and Agents; Company 
Training Course Compulsory 
The Accident & Health Managers 
Club of Angeles recently heard 
an address by John Ford of Pacific 
Mutual Life. Mr. Ford discussed changes 
in the licensing of agents and_ brokers 
due to the passage of AB 2425 by the 
last session of the legislature. Particu- 
lar attention was paid to the require- 
ments as of July 1, 1948, which compel 
companies to install an approved train- 

ing course for prospective agents. 

Mr. Ford mentioned that the ques- 
tion nad been taken up with the 
Health & Accident Underwriters Con- 
ference, but that nothing had been done 
as yet. He suggested that the companies 
consult with the Department of Insur- 
ance and ascertain what the Depart- 
ment might consider as being necessary 
for inclusion in a basic course. Mr. 
Ford also suggested that the companies 
get together and adopt a single course 
of instruction of such a scope as to 
meet the approval of the Department. 

lt was brought out during the dis- 
cussion that policing of the matter 
would require that the records of those 
taking the course be kept for two years 
—this is statutory—and that the polic- 
ing of the training, if it may be so- 
called, would rest with the Department 
through a new body to be set up. 
There were also rumors the instructors 
for the new course would be required 
to qualify for the work. 

President Ray Scofield was author- 
ized to give some study to the matter 
of giving a representative of the club 
a place on a committee of companies 
that will work out a solution of the 
problem. 


Los 


C. A. HENRICH N. Y. MANAGER 
Hartford Steam Boiler Transfers Him 
From St. Louis; Thurmond, Degen- 
kolb, Sullivan, Watkins Shifted 
C. A. Henrich is the newly appointed 
manager in New York City of the Hart- 
ford Steam Boiler, succeeding Fred S. 
Campbell who was recently elected a 
vice president of the company and 
transferred to the home office in Hart- 
ford. Mr. Henrich was formerly mana- 
ger at St. Louis. At that office he will 
be succeeded by O. E. Thurmond who 
is being transferred from managership 
of the company’s Denver office. 
Hartford Steam Boiler has also ap- 
pointed J. C. Degenkolb as manager at 
Detroit, and W. R. Sullivan to succeed 
him at Minneapolis, effective December 
8. At Denver H. M. Watkins will as- 
sume the managership on December 11. 
Mr. Henrich joined the company in 
New York in November, 1918, after at- 


tending Cathedral College, New York. 
He was made special agent in 1929 
operating out of New York. His first 


managerial post was in Denver in 1942, 
following which he served as_ branch 
manager at St. Louis. He is well quali- 
fied for his important assignment in 
New York. 

Mr. Sullivan attended Johns Hopkins 


4 STUDENTS AVERAGED OVER 90% 





Graduated From Maryland Casualty H.O. 
School at Top of Class; Now Enroll- 
ing for January 12 Course 

Four students in the tenth class of 
Maryland Casualty’s Insurance School, 
which was graduated October 30, at- 
tained an over-all average of better than 
90% on their grades. This included all 
casualty and surety lines covered during 
the six weeks’ course. Eugene D. Galli- 


gan of George Guerriero Insurance 
agency, Inc., Monroe, La.; John G. 


Goodwin of J. V. Arthur agency, Win- 
chester, a.; A. L. Bresemann of Bacot, 
Granberry & Frazier, Pascagoula, Miss., 
and Robert S. Hampson of Robert 
Hampson & Son, Ltd., Montreal. 

There were thirty-eight students in the 
class, representing twenty-two different 
states and Canada. The next class of the 
school will start at the home office in 
Baltimore on January 12, 1948. 





University and was engaged in teaching 
before joining the company in 1943 as 
a special agent at Detroit. In 1946 he 
was transferred to Cleveland. 

Mr. Watkins, native of Tennessee, 
attended Westminster College. He be- 
came a special agent of the company’s 
St. Louis department in 1943, later be- 
ing transferred to Detroit. 








know the people who work for him? 


ployee defalcations. 


correct coverage for any need. 


READING, 








MYSTERY MAN 


Employees spend an average of 7 hours out of every working day on the 
job. But even after years of service, how well does any employer really 


Family illnesses and death; high living costs and the struggle to make 
ends meet; bad companions; gambling—these are the foremost reasons 
why honest employees become thieves. And it’s a rare employer who knows 
his people well enough to know when such danger threatens. 

That's why, in big business or small, correct Fidelity Coverage is the only 
assurance an employer has that he won't suffer a serious loss through em- 


With “American's” four types of Dishonesty Bonds, you can provide the 





American Casualty Company 


PENNSYLVANIA 
Capital $2,000,000 















Sen. Mahoney to Speak 
At Federation Luncheon 


SET FOR DECEMBER 10 IN N. \ 2 
R. V. Branion of Zurich Heads 


Luncheon Committee; Larce 
Attendance Expected 


The thirty-third annual meeting and 
luncheon of the Insurance Fed 


= z : J ration of 
New York, will be held in th 


grand 





ROBERT V. BRANION 


ballroom of the Hotel Commodore on 
Wednesday, December 10. 

Senator Walter J. Mahoney, chairman 
of the New York joint legislative com- 
mittee on insurance rates and _ regula- 
tions, will be guest speaker this year. 
His committee held initial hearings in 
New York on November 13 and 14, and 
his speech will be of special interest 
to the insurance fraternity. 

Senator Mahoney, a practicing at- 
torney in Buffalo and graduate of Ca- 
nisius College, received his law degree 


from the Buffalo Law School. He was 
elected to the Senate in 1937 from 
the ~Erie County senatorial district, 


now the fifty-third, and became chair- 
man of the Senate Insurance Committee 
in 1945, 

This will be one of the most impor- 
tant insurance gatherings held in recent 
years and promises to be even larger 
in attendance than last year. 

Robert V. Branion, manager of the 
eastern department of Zurich General 
Accident & Liability Insurance Co., 1s 
chairman of this year’s luncheon com- 
mittee. 

Reservations may be secured through 
G. A. Buckingham, New York Board 
of Trade, 291 Broadway, New York /, 
INS. 





Wm. L. Lynch Is Now With 
Corona Plate Glass Co. 


William L. Lynch, who has been in 
the glass and burglary insurance end 
of the business for more than twenty 
years, recently affiliated himse!! with the 
Corona Plate Glass Co., Corona, L. ! 


This is a  twenty-year-old concern 
owned by George Gang whicl speciat 
izes in insurance replacements on plate 


glass and auto safety glass ivr Queens 


and Nassau County. Mr. Lynch, well 


known to companies in me/ropolitan 
New York, is the glass comp s con- 
tact man in this area. 


COMPLETES CLAIM MEN’S « OURSE 


The Glens Falls Indemnity (o., lias 
completed an _ intensive — e::cationa! 
course at its home office for tenty 
its claims men. The _ train were 
brought jnto the school from ; rritory 
ranging from Minnesota to Flcrida an’ 
from Nebraska to the eastern -caboatt. 
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Gives 5 Ten Practical 
Tips for Ins. Success 


GREGORY OF W. ‘W. PITTSTON, PA. 





1926 Graduate of Aetna C. & S. Sales 
Course Speaker at Banquet Given 
to Students of 97th Class 





Ten practical suggestions for success 
insurance business were outlined 


in th 
at | Thursday evening’s banquet to 
oradustes of the ninety-seventh session 


of the casualty and surety sales course 


conducted by the Aetna Casualty & 
Surety Co. in Hartford, Conn. 

Invited to attend the banquet, Herbert 
P. Gregory, Aetna representattive in 
West Pittston, Pa. described the prin- 
ciples which have brought him out- 
standing success since he was gradu- 


ated m the sales course in 1926. 


Mr. Gregory told his audience that, 
as eraduates of the sales course, they 
were equipped with the best basic 
knowledge of the insurance business 


they could acquire and predicted a se- 
cure and comfortable livelihood for 
them if they would work hard and fol- 
low certain basic principles. These he 
listed as follows: 


Widen Circle of Acquaintances 


1. Widen your circle of acquaint- 
ances through memberships in such or- 
ganizations as churches, civic groups, 
clubs and the like. But, remember that 
it is better to know a great many people 
in a few organizations than a few peo- 
ple in a large number of organizations 
so do not join so many organizations 
that you cannot give sufficient time to 
each. 

2. Pick one particular line as your 
“lead” line in approaching prospects and 
have a secondary line in reserve in case 
the prospect is not interested in the 
first. Good “lead” lines for personal 
business are comprehensive personal lia- 
bility and personal accident insurance; 
while for commercial prospects, the fol- 
lowing lines are excellent; liability 
(comprehensive, sidetrack, products, 
owner's protective and_ contractual), 
money and securities, position bonds, 
miscellaneous burglary and the Three-D 
policy 

3. Know the general scope of each 
policy and know the exclusions very 
well so that you can tell your prospect 
exactly the protection he will get. 

4. Use all the company services you 
can. Take full advantage of the serv- 
Ices of your field representative, and the 
various advertising and agency building 
aids which are available. 

). Always recommend the most mod- 
ern and the latest-type policies to your 
prospect. 

6. Recommend the protection you 
know your prospect needs, even though 
you may have to do a “sales job” to 
convince him that he should spend that 
much money. Nothing can be worse 
than to have a client have an unin- 
sured, or partially insured loss. 


Give Professional Counsel 
5 
_/. Be ready at all times to act as an 
Insurance adviser for your clients and 


Prospects and to give them professional 
counsel 


8. Use the customer analysis plan so 


h- . 
rl j spend a major part of your 
_ and energy in developing the 
on n_your books who are most 
ikely be prospects for additional 
coveracy d 

> attention to claims. Help 


your clients to report them promptly 


le check to see that they are satis- 
wii the claim settlement. When- 
ver possible, make it a practice to de- 
liver chim checks yourself. 
on member, until you are_ paid, 
a. earned your commission. 
tes mpletion of each sale, make 
— ents for payment of the pre- 
my lf the payment is to be made 
money oa be there to collect your 
an account is delinquent, be 


diplomatic in your follow-up. 


THIRD QUARTER RESULTS 


Central Surety Shows Healthy Gains in 
Assets, Net Premiums, Reserves 
and Surplus as of Sept. 30 
Third quarter results of the Central 
Surety of Kansas City, as revealed by 
R. E. McGinnis, president of the com- 
pany, show the following gains in as- 
sets, net premiums written, claim and 

premium reserves and surplus: 

As of September 30, admitted assets 
were $16,256,305, an increase of $1,843,- 
484. Net premiums written for the first 
nine months were $9,230,835, represent- 
ing an increase of $2,020,361 over the 


first nine months of 1946. Claim re- 
serves as of September 30 were $5,- 
699,427, a gain of $606,188; premium re- 
serves had been increased by $912,528 
to $5,045,814, and other reserves were 
$1,029,659, or a gain of $236,020 over last 
December 31. Total reserves at the 
nine-month mark were $11,774,899, a 
gain of $1,754,735. 

Central Surety’s surplus (after pay- 
ment of $75,000 in dividends to stock- 
holders) amounted to $3,481,406 on Sep- 
tember 30 or a gain of $88,748 over last 
December 31. Net earnings after in- 
come tax for the first nine months of 
1947 were $212,749. 


TO LECTURE AT COLUMBIA 

Columbia University has invited Ben- 
jamin F. Postman, New York, an in- 
dustrial hygiene engineer for Employers 
Mutuals of Wausau, Wis., to give lec- 
tures on ventilation problems at its 
School of Public Health. Mr. Postman, 
who was an industrial ventilation en- 
gineer with the Connecticut State De- 
partment of Health from 1936 to 1943, 
joined the Wisconsin insurance com- 
pany after serving as a captain in the 
Army Sanitary Corps. His invitation to 
be a visiting lecturer at Columbia was 
extended by L. J. Goldwater, M. D., 
professor of industrial hygiene. 
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Merchandise Mart, world’s largest office building, as seen from across the Chicago River. 


i) pain ter strength that draws from her tireless soil’”—IIlinois floats on a sea of 
coal and ranks high in farm, oil and mineral production. Industrially, Illinois’ plants 


make nearly every conceivable article. Its meat-packing operations, largest in the United 


States, are famous throughout the world. Chicago is America’s second city in size and 
o oD P 


in volume of trade and manufacture. 


In giving security to the diversified industries of this great state, we are continuously 


“Serving the Leaders.” 
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NEW YORK CITY 
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CASUALTY 


AVIATION INSURANCE THROUGH ASSOCIATED AVIATION UNDERWRITERS 
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O orman Ives anker udience with us Risk: 
° CASUALTY 
Bindin 
Helpful Facts on Buying Insurance )ssius*¥_ A. W. MARSHALL & CO. trees. ome 
INLAND One of New Jersey’s Leading General Agencies Tel. REctor 2.7667 
William D. O’Gorman, vice president, “ee 31 CLINTON STREET, NEWARK, N. J. 
O’Gorman & Young, Inc., Newark, N. J., iil 
who is one of the best posted agency straight fire policy or under an inland AMICO’S NEW AD CAMPAIGN 
executives of that state, delivered an marine cover. Also that certain risks, ee 
educational address recently before the such as water damage, may go into a American Motorists Featuring “29 Gaps 
; C oy Chanter ok the Minesion casualty company or a fire company; in Your Bridge to Security” jn 
“ssex r Z > ) J, ¢ ° 
sahaseiei rey _ : | that other hazards may be_ handled National Ads; Agents to Benefit 
Institute of Banking which left no doubt either by a life company or by a lia- The American Motorists, one of the 
in the minds of his insurance buyer bility company, and that each of these Kemper companies, has launched 4 
audience as to the amount of fire, casu- choices may — out to ye been =. national Nig Hers ge: <gh to assist 
. ‘ ‘ spects s agents. x 5 mK ; 
alty, group and blanket bond protection maportamt to the MmnUree 56 Teee ts agents. Beginning Pa ou nth the 
Jy 4 ae coverage. The buyer who has real ads are appearing in Nation's Business, 
they should carry to be adequately in- familiarity with these and many other United States News and Newsweek 
sured. Mr. O'Gorman did not pose as factors is extremely rare—in general This is the first time in its twenty-one- 
an expert on the various lines of insur- does not exist—and so the buyer must year history that American Motorist 
5 : ae ads 1 rely on his explanation of his risk to ° has advertised in national magazines 
ance which he discussed, but presente ? : Poet tn zines. 
2 x ‘ ‘ 1d: whomever services his insurance account The one column, black-and-white ads, 
in a frank, sincere manner tactua data and then rely on that broker or agent amusingly illustrated by Gluyas Wil 
which, judging from reactions to his for good coverage. liams, feature the headline, “So You 
~ . . were ’ ’ 
talk, will be of considerable help to “Lastly, as to coverage, the trend is Think You re Insured,” cand a_ short 
; . : toward multiple line underwriting and anecdote telling of a businessman who 
those who heard him. , : : ee yoy, ‘ 
solace een ie ales eel £ the i.e. fewer and more comprehensive poli- Suitered an unexpected loss tor which 
Placing himself in the post gg cies.” he thought he was insured. These de- 
rer rather thz e seller, Mr. O’Gor- ; . ; jices 2 an 1 i a coupo 
a ee Psoa B oe a In his consideration of “cost,” Mr. _ -. oe es — 
sercilg Medes ; we Pers O’Gorman said: “Fire insurance rates {. Pe, Y-SIX-page Dookiet, 
mind (and suggest four words) when ie the Sere 1 Rating 22 Gaps in Your Bridge to Security. 
-onsidering broadly the most important are set by the ire insurance ating The trade name, AMICO, is used for 
. 7 aPiactacers a Organization of New Jersey which has_ . ssc aa , 
aspects of insurance. These are: | alien in ake fiers | identification. 
1. What is there behind this policy r GCC u ee eee ae a The “29 Gaps” booklet is a collection 
bs nian? ale Paty : WILLIAM D. O’GORMAN divergent views of companies and buy- of Sosiaas a oe lia + ie i 
or contract? § ! . : actual s ‘ ally writte 
secs Rs ; ; 4 " aa ; ers, to say nothing of competing brok- : ’ peeeky  WEHAGO 
2. Is the risk I have in mind pro-_ rights to stockholders. Despite these : f : and _ illustrated, concerning common 
Ay? ee ‘oe : . ers and agents. The final authority for : : 
tected properly? Coverage! facts our large and well established car- se aaa . weaknesses in personal and_ business 
E : . ans his te ; s - this bureau is the state of New Jersey. . : ae 
3. What am I going to pay for this riers continue, I believe to be entirely eu a e insurance programs. Each story includes 
olicy? Cost! sound. Security exists and surely should More or less similar bureaus all over the a seriously written “moral” which ex- 
ag oi ac — ~ I es fens ee a” United States fix fire rates. During the ‘°,° ifs : ; 
4. What sort of advice and aid do be demanded. z plains how the gaps may be closed. 
ret and from whom? Service! past twenty-five years these rates have While the booklet may assist the reader 
cpa ye i Broadest Possible Coverage at the come downward steadily, although after niger oxfam his Fes codeinasn 7 i 
Promise to Pay at Unnamed Future Price the 1946-47 experience they should in- See ee eee ee 
: é eer phasizes the advisability of consulting 
Date T , his attenti “coverage” crease somewhat. Scientific methods of sige ene cone 
urning his attention to “coverage ‘siesta ‘ f buildi an insurance expert or specialist. 
Speaking first of “security” the Mr. O’Gorman thought that the buyer’s hi sl ‘ tis poate gover ge * or poi To complete the effectiveness of its 
speaker said that a policy of insurance effort should be toward the broadest uae ni c Pasetcn area's a se ce Be over-all campaign, AMICO_ has pre- 
is nothing more than a promise to pay possible protection at the price. He — , ae See een eee pared merchandising or tie-in materials 
—under certain conditions—an unnamed — said that in fire insurance “we Start out Mr. O’Gorman then explained how  [neluded are ad reprints, newspaper ad 
but limited amount at some unnamed with the new New Jersey standard casualty rates are promulgated by rat- mats, easel displays, letterhead stickers, 
c . . : ew oe D4 TT , 4 ® . . : - a ? , ° - ° " 
future date. The maker of this condi- policy and in casualty and surety lines ing bureaus “which are inter-company radio announcements and direct mail 
tional promise to pay, he said, is a com- With a fairly standardized contract. organizations having jurisdiction in cer-  Jetters—which offer the “29 Gaps” book- 
pany “endeavoring, without exception, These by means of a ‘form’ and ‘riders’ tain large areas” and that “these rates jet.-These are available to AMICO 
to make money. In addition, it has should be made to fit your needs. This are adhered to by the so-called confer- agents. 
character or lack of character, just as ‘form’ permits of great latitude at the ence companies as a matter of policy H. L. Kennicott, director of public 
. . . . . . . . 7c -?— © © Ac ° 4 ” . . . ® 
has any individual. Such being the case, Same rate and is, therefore, of great rather than as a legal requirement. relations, said, “AMICO is attempting 
you can not fail to realize that some portance. . Speaking of the service angles of in- to assist its nationwide network 0! 
knowledge of a carrying company is Forms for the more common risks surance, the speaker referred to a sur- agents in developing their complete line 
essential to the intelligent buyer.” have been standardized, of course, but vey conducted some years ago by the of casualty insurance and_ bonds. In 
Mr. O'Gorman impressed upon his lis- nevertheless undergo continual change. National Association of Credit Men, re- preparing the campaign, we studied the 
teners that “security” depends not only The selection of these forms, means  flecting the buying practice of some 22,- entire picture and prepared the cam 
“4° m , >t a : . , "9 1 . . ° ° . ° ° oie 
on the company’s ability to pay but also that whoever services your business (00 members of that organization, paign not only with the interest of the 
on its willingness to pay—the latter be- ‘ust have great familiarity with them = which reported—among other interest- agents in mind, but also with their 
ing solely a matter of integrity. A rec- 2nd of the bureau regulations to best ing things—that the buyer whose pur-_ counsel, suggestions and advice. 
ord of many years in these two respects fit your coverage to your needs. . Of chases went through one agency was 
is the best guide, he added. course, you will appreciate that since definitely ahead on a dollars basis and - 
the U. S. Supreme Court’s decision de- fy about 18%. Mr. O’Gorman con- Chicago Forum Dec. 2 on 
A Three-Way Squeeze giaaino nena ar 4 > ms : 
i g insurance to be interstate com- tinued: A | 
By wav of giving his buver audience merce, the various states are slowly but D » dD = h Brok Group Insurance Sales ng es 
a closeup view of the problems which very surely arranging for full regulation sieiiaes sae vty aati A “Sales Opportunities in Group Ii- 
4 eee ‘i - - mip Z insuranc © J r aS gen - " € fre 
big insurance carriers have been sub- * = a srg rates. New Jersey has : : -_ surance” forum has been sclicduled [0 
jected to in the past year or two, Mr. 4a — ee so. ae Whoever | receives the commissions {he afternoon of December 2 in the 
O Gorman described their predicament : Coverage therefore depends—within on your business owes it to you to see Chicago Board Auditorium, ‘nsurance 
as “a three-way squeeze. He ex- price limits—on the completeness of that when you order protection the se- Exchange Building, Chicago. |* will be 
plained : your instructions to your supplier of curity, the coverage and the cost are under the joint sponsorship the In- 
First, there has been a tremendous insurance as to what the risk is and of the best. He and not you should surance Brokers’ Association of Illinois 
amount of new insurance written and what is or is not to be covered; plus worry about them. He should not mix and the “Employe Benefit Plan Review. 
re ° W ° eqs ° : ° ° ’ “1 
under the statutory requirements, when his ability to choose the best basic your premiums with his personal money There will be eight speakers who will 
new business goes on the books a siz- policy and to select or draw up the best —he should pay his premiums to the discuss the new opportunities ‘or sell 
able portion of the premium must be set forms and riders to be used with it, and companies when due. If you, as_ his ing Group life, disability and yspitali- 
up as a reserve. This reserve, coming all of which will be acceptable to the client, have any doubt on these points zation in view of the reduction of the 
out of surplus, may only be returned to carrying company and the regulating pay him in checks drawn to the com- group limit to twenty-five em) oyes ™ 
surplus as the contract runs off or one- body having jurisdiction. It might be pany for whose policy he bills you and — [ilinois. 
third per year on the three-year cov- added that very often these last two he'll have no right to object. This in- 
erages. Secondly, loss ratios in almost are not in full accord. In picking out surance man owes you return premiums : : f 
all corsagont of  Thicd! — yor the basic contract there is the need for in gross—not net. He should take Michaels Insurance Chairma 
tremely adverse. iirdly, the value o ‘knowledge of the markets,’ and as soon much of the trouble and detail of set- . ° t 
insurance company portfolios and the as one departs from the routine con- tling losses off your hands, and he Baltimore Community Ches 
investment return have shrunk consider- tracts this ‘knowledge’ becomes ex- should analyze your needs whenever you Harry C. Michaels, vice resident 
ably, also company operating expenses tremely important, since companies vary request it. He should apply new sched- and agency director of Marylin! Cast 
have gone up materially. ; ; so materially as to classes of insurance ules to your building whenever possible  alty, did a creditable job as airman 
wt — Sap ee: the big venga they write or do not care to write. and should be continually on the alert of the insurance division, | a 
moved fiiteen, eighteen or twenty mil- Wh to reduce your costs through whatever ind i I t om- 
. 2 at the Buyer Should Know lite: a & industry group in the anni! is 
lion dollars from surplus to reserve and P : y ; proper means become available from munity Chest drive in Baltimore. Hi 
for these same reasons six or seven of Consider that there are risks that time to time. Then he has earned his division ‘achieved its quota wich w4 
the large companies are now offering may be written by means of either a commissions—not before.” $90, —_—_— 
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Here is an opportunity for men and women... ambitious men and women 
. . . to get ahead in the insurance business. 

Every year in Boston, The Employers’ Group holds a series of intensive, 
six-week Agency Educational Training Courses. These courses, free of 
les charge except for living expenses, are given to selected groups of promising 
In- men and women... persons who are either in the insurance business or 
seriously interested in our profession. Training covers every phase of the 
fire and casualty business . . . from the study of all coverages to successful 
be selling methods and efficient operation of agencies. 

In- An interesting booklet gives complete information on these courses. To 
ois get a copy, simply write to our Agency Department. 


i THE EMPLOYERS’ GROUP 


the 
in SURETYSHIP & INSURANCE 


Fidelity, Surety — Fire, Inland Marine, Casualty, and Aircraft 
7 THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD. 
an THE EMPLOYERS’ FIRE INSURANCE Co. 
AMERICAN EMPLOYERS’ INSURANCE CO. 


ONE LIBERTY SQUARE, BOSTON 7, MASS, 


























Our advertising...national and 
direct mail . . . is constantly helping 
The Man with the Plan to sell 
Employers’ Group policies. 










































THEY STILL NEED TO BE PROMPTED 


HOME owners must be reminded of the neces- 
sity for purchasing Comprehensive Personal 
Liability Insurance. Because it costs so little, no 
reasonable minded person will hesitate to 
buy it. 

Large, colorful posters are available to 


Travelers producers for window display adver- 
tising. Effective Saturday Evening Post magazine 
reprints are ready for mailing to prospects. 


The nearest Travelers office will supply use- 
ful advertising material to enable you to secure 
profitable insurance orders. 


THE TRAVELERS INSURANCE COMPANIES 
HARTFORD, CONNECTICUT 
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